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ASK COMPANIES T0 
CONFER ON COMMISSIONS 


National Association of Insurance 
Agents Wants Hearing on Unpro- 
tected Dwellings 








INTEREST IN S. E. U. A. MEETING 





Oppose Plan to Cut Commissions From 
25 to 15 Per Cent. Without 
Consultation 





The National Association of Insur- 
ance Agents is stirred up over the 
published reports of a _ proposition 
to reduce agents’ commissions on 
unprotected dwellings from 25 to 15 
per cent. The pros and cons of 
reduction will be discussed at tae semi- 
annual meeting of the Southeastern 
Underwriters’ Association in Washing- 
ton on November 15. Officers of the Na- 
tional Association believe that if the 
action is taken in the South that North- 
ern State associations will follow suit. 
A number of letters on the subject 
have come into the company offices. 


Attitude of Agents’ Association 

The National Association is taking 
tke stand that companies should confer 
with their agents before acting in this 
matter, and the viewpoint of the asso- 
ciation is expressed in an _ editorial 
published by its official organ this week, 
part of which follows: 

“In 1911 the companies operating in 
the southeastern  territory—notwith- 
standing a request by a large number 
of their agents to adopt the contingent 
form of compensation—decided to ap- 
ply the graded commissions prevailing 
in other sections and required their 
agents to contract not to represent 
companies paying a higher rate of com- 
mission. 

“If we understand the present pro- 
posal of the companies rightly, the 
idea is to arbitrarily reduce the com- 
missions on unprotected dwellings, not- 
withstanding said contract or the cir- 
cumstances under which it was made, 
without notification to agents, without 
conference with them, or any hearing 
at which agents can present their 
views. 

“If this proposition is successfully 
forced through the Southeastern Un- 
derwriters’ Association, the reduction 
undoubtedly will be extended to other 
sections, thus affecting the income of 
agents in the Middle Western States, 
Pacific Coast States, as well as Eastern 
and Middle Department States. There- 
fore the question concerns the inter- 
ests of all agents. 


Say Nothing is Lost By Conference 
“Nothing is lost by the companies, if 


(Continued on page 14.) 





DIRECTORY OF DEPARTMENTS 
Life 


ME Csvvstabonsved Nokeetesedoue 
ee open dina lacécdesoiebvicsactee eee 
ME” Mikoccus Sides bec vteckeewt Oe 17 








> 


“ Che largest fire insurance company in America’ 
ELBRIDGE G. SNOW, President 


THE HOME 
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NEW YORK 


Cash Capital, $6,000,000 
ALL BRANCHES OF FIRE INSURANCE. 
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Parcel Post Use and Occupancy 
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North British 
and Mercantile 
Entered United States Jia surance Co. 


1866 


Established 1809 





Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 


“FIFTIETH ANNIVERSARY YEAR IN THE UNITED STATES.” 

















50th YEAR OF BUSINESS 


QUITABLE LIFE 


OF IOWA 





LOW NET COST # 


Several Good Agency Openings 
Address 


H. E. ALDRICH, Supt. of Agents, DES MOINES, IA. 
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FOUR COMPANIES AT OR 
NEAR N. Y. LAW LIMIT 


Agents Will Face Problem of Not 
Being Able to Write Current 
Business 








WHAT COMPANY OFFICIALS SAY 





Pinch Won’t Be Felt in a Few Years— 
Mutual Reaches Limit for 
First Time 





The Metropolitan, The Prudential, the 
New York Life and the Mutual Life 
will all write the limit of business per- 
mitted for the current year under the 
New York law. This is the first time 
that the Mutual Life has reached the 
limitation since this law went into ef- 
fect, and also the first time for The 
Prudential, although the Newark com- 
peny was very close to its limit last 
year. 


Agents in Predicament 

The Metropolitan Life notified its 
agents that no more business could be 
accepted after November 1, reaching 
the limit about three weeks ahead of 
last year, and this raised the question 
what agents would do with the business 
for the remaining two months. George 
B. Woodward, third vice-president of 
the Metropolitan, said in reply to The 
Eastern Underwriter’s question, that if 
the agent could not get the business on 
the condition of its being issued after 
January, 1917, there was nothing to be 
done about it. A clause in the Com- 
pany’s contract with every agent ex- 
pressly stipulates that he cannot place 
business with other companies on pen- 
alty of breach of his agency contract. 
The hardship was recognized, Mr. 
Woodward said, but there was no rem- 
edy; it was the law. 

Thinks Condition a Passing One 

Superintendent of Agencies L. Seton 
Lindsay, of the New York Life, was op- 
timistic about the limitation feature of 
the law. He did not feel that any real 
hardship would be visited upon agents 
because it was only where protection 
was needed immediately that the pinch 
would be felt and besides, the condl- 
tion was a passing one. The amount 
of business permitted under the law 
would in a few years be so great that 
no company would exceed its limit. 


Figures of the Leaders 

The exact figures of the Metropoli- 
tan’s new business for the year are not 
available, but the Company has ex- 
hausted even the extension granted un- 
der the law. Last year the Company 
wrote $256,900,000 new ordinary busi- 
ness. 

The Prudential is writing business 
at such a rate that its limit will be 
reached some time before the close of 
the year, if not by the end of this 
month. An estimate of what the Com- 
pany will be permitted to write this 
year shows a total of $205,000,000. Last 
year The Frudential did not write its 
limit but came very close to it. 

The New York Life will reach $260. 


(Continued on page 2.) 
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Some Needed Points 
About Policy Changes 


FIELD MAN NOT IN POSITION TO 
ADVISE 








Usually Home Office Co-operation is 
Necessary—Following Up Term 
Business 


By J. STEWART HALE 
Assistant Actuary of the Northwestern National 
Life Insurance Co. 

How many times have you worked 
hard to sell your prospect a life or en- 
dowment policy, and failing to turn 
the trick, have resorted to the term 
contract on the grounds that it is cheap- 
er and still gives the needed protec- 
tion? Or perhaps some “term special- 
ist” has preceded you and primed the 
purchaser for the low rate policy. You 
take his application—but reluctantly. 
Then you point out the provision where- 
by the policy may be converted within 
a given period to some more perma- 
nent form, and show the advantage of 
making the change next year or as ear- 
ly as the insured can afford it. Not a 
bad idea after all—protection at a low 
rate for the present, passing the medi- 
cal examination before something may 
happen to make him uninsurable, and 
the privilege of exchange without fur- 
ther examination. ‘So far, so good. 
But, do you follow it up? When the 
second premium comes due, do you see 
your man and urge the advisability of 
changing at once? Here is an import- 
ant field that many agents grossly ne- 
glect. 

Two Methods of Conversion 

The Company’s term policies all con- 
tain a clause outlining two ways in 
which the exchange may be made. 
First—by payment of the difference in 
back premiums and interest, in which 
case the new policy is dated back to 
the time of the original term contract, 
rated at the then age and continued in 
all respects as though the insured had 
first applied for the changed policy. 
Second—by dating the new policy at 
the time of exchange and paying the 
attained age rate. On account of cer- 
tain credits in dividends or reserve, it 
is impossible for the field man to as- 
certain accurately the amount due to 
make the change. Nor is he in posses- 
sion of complete data on the policy— 
to what date it is paid, who is named 
as beneficiary, how the premiums are 
payable, and other details pertinent to 
the case. It has therefore seemed best 
not to distribute the blank forms for 
request of change, but to require that 
each case be taken up individually 
with the home office for accurate ac- 
counting and instructions as to pro- 
cedure. We often receive a request 
made on the regular application blank 
or written on a letter head, neither of 
which can, of course, be accepted. It 
is far better to write first for the prop- 
er forms and requirements, telling the 
prospect you are doing so, than to have 
him sign some paper you may make 
out and later have to secure his signa- 
ture again and admit you were wrong 
in the first instance. 

Now for another sort of change that 
occurs with more or less frequency 
and should be given a dose of prevent- 
ive medicine. There is a certain per- 
centage of people in this world who 
are born tinkerers. They seem bound 
to tinker with the furnace, the clock, 
the auto, and if they have an insurance 
policy it will not escape the mania. If 
they have a ten pay life, they want to 
make a twenty pay out of it and if it 
is a twenty pay, they want to make it 
a whole life, and naturally they use 
the man who sold the policy as the 
shop around which the tinkering is 
done. Don’t be too ready to agree with 
these men. It is very easy to say, 
“Sure, we can fix you up anything you 
want. We are here to give you ser- 
vice and satisfaction.” But you may 


Note—From the Northwestern National Agent 
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not be doing a service, and the satis- 
faction will, therefore, be short-lived. 
Occasionally some one may wish to 
convert a life policy into an endow- 
ment, and in isolated cases a change 
to a cheaper form is justified. Gener- 
ally, however, changes of this kind are 
unnecessary and are prompted merely 
by the tinkering instinct. A little in- 
quiry into the reason, a short talk on 
the advantage of the policy as it now 
exists, and a tactful insistence that it 
be kept as it is, will more often than 
not satisfy your man and keep him in 
line. A change to a lower premium 
policy always requires a new medical 
examination at the expense of the in- 
sured, and involves the risk of his in- 
ability to pass. 








Four Companies Write 
Limit Under New York Law 


(Continued from page 1.) 

00,000 in new paid for business this 
year. This will be its full limit not in- 
cluding the additional percentage per- 
mitted if necessary. The New York 
Life aims to keep within its legal lim- 
it and to use the additional 10 per cent. 
only for emergency purposes. This to- 
tal business of the Company is larger 
than appears by comparison with last 
and preceding years, because the large 
European business formerly written 
has practically ceased and the new 
business written in this country has 
made up this loss as well. Last year 
the Company wrote $214,000,000. 

The Mutual Life, which reaches its 
limit of business for the first time, ex- 
pects to write $170,000,000 for the year. 
Last year the Company wrote $148,)00- 
000. 


THREE LEADING DEATH CAUSES 


Census Bureau Records Show Heart 
Disease, Tuberculosis and Pneu- 
monia Head List 





According to statistics prepared by 
the census bureau at Washington one- 
third of the deaths reported in the reg- 
istration area were due to three caus- 
es—heart disease, tuberculosis and 
pneumonia. 


The deaths from heart diseases in 
the registration area in 1915 numbered 
105,200, or 156.2 per 100,000 population. 
The death rate from this cause shows 
a marked increase as compared with 
1900, when it was only 123.1 per 100,- 
000. 

Tuberculosis in its various forms 
claimed 98,194 victims in 1915, of 
whom 85,993 died from tuberculosis of 
the lungs. 

Pneumonia, (including bronchopneu- 
monia) was responsible for 89,326 
deaths in the registration area in 1915, 
or 132.7 per 100,000. This rate, al- 
though lower than for most of the 
years from 1900 to 1911, inclusive, is 
higher than for 1912, 1913, and 1914. 
The rate for 1914, 127 per 100,000, was 
the lowest on record. The death rate 
from this disease, like that from tuber- 
culosis, has shown a marked recline 
since 1900, when it was 18).5 per 100,- 
000. 

The only remaining death rate high- 
er than 100 per 100,000 in 1915 was that 
for Bright’s disease and acute nephri- 
tis, 104.7. The total number of deaths 
due to these maladies in 1915 was 70,- 
500. 











To such, we will give good 
newals and bonus. 
Agencies. 
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Wanted—General Agents 


IN 


NEW ORLEANS and MONROE, LA. 
AND OTHER PLACES 


We want Men who have had experience in appointing and 
directing Agents, and who are good producers themselves. 


SHREVEPORT, LA. 








contracts with long-term re- 


Must be able to finance their own 
You may write me in strict confidence. 
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How Policies Have 


Been | Liberalized 


BIG ADVANCE EVEN IN PAST 
TEN YEARS 


Early Policies Look Queer Contrasted 
With Present Forms—What the 
Changes Are 





The extent to which life insurance 
companies have liberalized their treat- 
ment of policyholders in ways that 
produce direct pecuniary benefit to 
them is not realized fully even by life 
insurance field men. Some of these 
things are brought out strikingly by 
the Union Central Life in a review of 
the developments during the past ten 
years. The occasion for this was the 
tenth anniversary of Jesse R. Clark’s 
administration as president. 

In the early days policies insured for 
death from certain causes and only if 
death occurred within certain territo- 
rial limits. At one time policies were 
void if the insured went “beyond the 
settled limits of the United States,” or 
without the company’s consent traveled 
south of Mason and Dixon’s line. There 
was a limit of risk, usually to $5,000, 
and other restrictions that made the 
taking out of life insurance a very dif- 
ficult proposition compared to what it 
is today. 

What Has Been Done in Ten Years 

Contrast with this condition the pres- 
ent day practices and liberal benefits 
and privileges. Here are some of the 
liberalized features that have been 
made a part of policy contracts within 
the past ten years: 

Incontestability after one year; 
change of beneficiary if desired; free- 
dom of residence and occupation; thir- 
ty-one days’ grace in payment of pre- 
miums; interest reduced from eight to 
six per cent. on policy loans and ac- 
comodations; cash values granted and 
surrender values increased; reversion- 
ary additions, paid-up and extended in- 
surance made to share in profits; div- 
idends payable at the end of first year, 
and not contingent on renewal of poli- 
cy thereafter; credit given for reserve 
in conversion of term policies; provi- 
sions for revival of lapsed policies; 
flexible deposit and installment settle- 
ment options; disability features. 

Among the chief benefits have been 
the general reduction in rates, together 
with increased dividend returns in mu- 
tual companies. 

The disability feature in policies is 
being advanced as an important fea- 
ture by a large majority of the com- 
panies and in addition several com- 
panies, among them the Union Central 
Life, offer annual health tests free of 
expense to the policyholders. 

The Union Central’s records show 
that in ten years there has been dis- 
bursed or credited to policyholders’ ac- 
counts $131,040,153. Out of the sur- 
plus created by the savings and earn- 
ings of the Company $25,208,767.55 was 
paid during the decade to policyhold- 
ers as dividends, and $4)0.000 in regu- 
lar semi-annual dividends of 5 per 
cent. to the stockholders. 





L. A. HENNICK RESIGNS 


Louis A. Hennick, general agent of 
the State Mutual Life in Worcester, 
Mass., has resigned, action taking .ef- 
fect some time in December. 





CLERKS TO SHOW HANDICRAFT 


The staff of The Prudential Insurance 
Co. at the home office will have an ex- 
hibition of handicraft. Many of the 
clerks already have asked for the privi- 
lege of entering exhibits of free-hand 
drawing, pen-work, wood, metal or 
leather work, photograph exhibit work, 
etc. Assistant Office Supervisor Charles 
J. Feder will be in charge of the ex- 
hibition. In June and September the 
clerks gave flower shows which caused 
much favorable attention. 
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Question National 
Service Life Plan 


SAY IT IS NOT A FRATERNAL 
BENEFIT SOCIETY 


Although Proposing to Operate as 
Such—Decreasing Premium Thought 
Discriminatory 


Since the publication in The Eastern 
Underwriter of November 3 of the plan 
under which the National Service Life 
Society proposes to operate, consider- 
able comment has been made on cer- 
tain phases of the methods described. 
The points in the plan that were ques- 
tioned are: 

What Points Are Questioned 

Tne offer to insure an applicant 
for $2,000 at a premium $2.40 less 
pro rata than the rate for $1,000. 

A corporation not a fraternal, op- 
erating under a fraternal benefit 
society certificate. 


An authority on the fraternal insur- 
ance law states that the writing of a 
second $1,000 of insurance at $2.40 less 
than the premium on the first $1,000, is 
not recognized by the New York law. 
This part of the proposed plan is held 
not to conform to the law on the one 
point of discrimination. 

Furthermore, Section 234 of the New 
York Insurance law on the incorpora- 
tion of fraternal benefit societies says 
that a certificate may be granted pro- 
vided “that at least five hundred appli- 
cants have each paid in cash not less 
than one regular monthly payment as 
herein provided per one thousand dol- 
lars of indemnity to be effected.” 

The assumption that this authority 
draws from this clause is that there is 
a given rate per thousand dollars of 
indemnity and that the decreasing pre- 
mium proposed by the National Service 
Life Society conflicts with this clause. 

How Fraternal is Defined 

The Society has asked the New York 
Insurance Department for a certificate 
as a fraternal benefit society. The Na- 
ticnal Service Life is a corporation 
with the usual officers and a board of 
directors. It proposes to insure as a 
fraternal, any club or other body or 
any number of such bodies not less 
than ten. In fact, the Society will in- 
sure any group of persons, able to pass 
the medical examination, not banded 
together for.any purpose in conflict with 
the law. The members of these bodies 
are insured practically as individuals, 
the connection with the Society itself 
being only through the local secretary, 
who is authorized as agent for the So- 
ciety in the collection of the monthly 
premiums. 

It is pointed out that a “fraternal 
benefit society” is explicitly described 
ian the New York law as being a body 
banded together for mutual benefit 
with a ritualistic form of organization 


and common aims. There is nothing 
about the National Service Life So- 
ciety to identify it with a fraternal 
benefit society as described in the New 
York law, according to this authority. 
Has Neither Ritual Nor Lodge System 

A fraternal benefit society is defined 
in Section 230 of the New York law as 
follows: 

Any corporation, society, order or 
voluntary association, without capi- 
tal stock, organized and carried on 
solely for the mutual benefit of its 
members and their beneficiaries, but 
not for profit, and having a lodge 
system with ritualistic form of work 
and representative form of govern- 
ment, and which shall make provi- 
sion for the payment of benefits in 
accordance with section two hundred 
and thirty-one hereof, is hereby de- 
clared to be a fraternal benefit so- 
ciety. 

Any society having a supreme gov- 
erning or legislative body and subor- 
dinate lodges or branches, by what- 
ever name known, into which mem- 
bers shall be elected, initiated and 
admitted in accordance with its con- 


stitution, laws, rules, regulations 
and prescribed fitualistic ceremo- 
nies, which subordinate lodges or 


branches shall be required by the 
laws of such society to hold regular 
or stated meetings at least once in 
each month, shall be deemed to be 
operating on the lodge system. 

The foregoing section of the New 
York law has been cited to show taat 
the National Service Life Society is not 
a fraternal benefit society with a ritu- 
alistic form of organization and that it 
does not operate on the lodge system 
as required of a society proposing to 
operate under a fraternal certificate. 


AGENTS’ TRIBUTE TO DEXTER 


Mutual Life Field Men Write Record 
Business in Honor of Vice- 
President 


The first real “Dexter Month” that 
the agents of the Mutual Life had con- 
ducted in honor of Vice-President 
George T. Dexter, was carried off with 
great success during October with a 
total new business written amounting 
to $13,074,040. This exceeds the busi- 
ness written in October, 1915 by over 
$5,000,000, or 62 5-10 per cent. 

The “Dexter Month” campaign was 
conducted by tne Western Managers’ 
Association, of which B. C. Shaw, man- 
ager at Sioux Falls, is the president. 


RESIGN AS GENERAL AGENTS 
W. H. Lushear and H. R. Woodward 
are retiring as general agents of the 
Equitable of Iowa, in northern New 
Jersey. Mr. Woodward was former 
vice-president of the Fidelity & Casu- 
alty. 











The Nippon led all companies in 
Japan last year in premium income and 
new business. 


Discusses Affairs of 
Pension Mutual Life 


STATEMENT BY PRESIDENT 
WOOD TO THIS PAPER 


Department Acts as Assets of Other 
Companies Are Being Exchanged 
for Pension Stock 





President L. D. Wood, of The Pen- 
sion Mutual Life, made the following 
statement this week to The Eastern 
Underwriter with reference to the 
affairs of that Company and develop- 
ments to date: 

The Company, as you know was at 


The its be- 
ginning known 


1 ; as the Pension Life Society, 
which in turn was composed of the American 
Life and Annuity Society and the Order of 
Unity. An old legislative charter was procured, 
a contract of merger between the Society and 
the Company was drawn and finally approved 
in writing by our State Department of Insur- 
ance. Unfortunately, before the approval and 
as the result of suggestions by various at- 
torneys employed, and by our State Depart- 
ment of Insurance, it was amended in such 
a way that it is possible to put two widely 
different constructions upon that portion of the 
contract dealing with the reserves to be es- 
tablished upon the old assessment business. 
Release From Profit-Sharing Contracts 
The Company took from the Society $140,000 
of assets and in exchange distributed an equal 
amount of its capital stock among about three 
hundred members of the Society who had pref 
erential or profit-sharing contracts in return 
for their release of those contracts. This was 
done with the knowledge and consent of the 
State Department of Insurance. The Company’s 
capital stock was then offered for sale to the 
Society’s policyholders at par, one share only 
for each thousand of insurance which they 
had in force and in that way a small additional 
amount of stock was sold. The stock was 
offered to the public at $62.50 per share, par 
being $50, and a sufficient amount sold:to en- 


‘@ble the Company to comply with the State re 


quirements as to minimum capitalization and 
a small surplus was created. An examination 
was asked for and on the examination, the 
State actuaries charged the Company with the 
full legal reserve on all of the outstanding as- 


sessment business. The report on examination 
was given to the newspapers and published 
broadcast before a copy was sent to the Com 
pany, or any of its officials. Actuaries and 
lawyers were employed by the Company and 
after several weeks of controversy, a com»ro- 
mise agreement was effected under which the 


State authorities conceded to the Company the 
right to establish a term reserve upon the old 
assessment business, and the Company agreed 
to set up the assets received from the Society 
as a special trust fund. thus creating on the 
Company’s part a double liability on account 
of the assets received. First, on account of the 
capital stock issued for the assets to the pol- 
icyholders having preferential certificates and 
second, by setting the assets received from the 


Society apart as a trust fund or liability of 
the Company, and it was agreed that the 
Company he given a year to sell additional 


stock and teke care of the deficit thus created, 
during which time it might issue standard pol- 
icies at standard rates. 
Ordered to Discontinue Writing 

About three months later. it was served with 
an order to discontinue the writing of busi- 
ness on the ground that it had not fully com- 
plied with the State Insurance Laws in its or- 
ganization, etc., and was not duly licensed as 
a legal reserve Company. That controversv 
which lasted several weeks was finally settled 
in favor of the Company and the sale of stock 
and insurance again taken up. After a suffi 
cient amount of stock had been sold at a pre- 
mium to take care of the deficit created by the 
eompromise agreement referred to, our State 
Nepartment was again asked to examine the 
Company and again arbitrarily charged the 
Company with the full legal reserve on all of 
the assessment business. The examination was 


protested and a decision finally reached which 
was favorable to the Company, but in the mean- 
time, many of its capital stock subscribers 
learning of the controversy had refused to meet 
their payments to make good their subscrip- 
tions, and the Company again faced a small 
impairment of its capital. 

This was the condition in the Spring of 1914, 
when the management attempted by a large in- 


crease in the capital to put the Company’s 
credit and standing beyond all question of 
dovbt. Its directors, prominent stockholders 


and policyholders were called together and sug- 
gestions asked for. It was finally agreed to 
attempt the sale of a large portion of stock 
upon the co-operative or underwriting plan, by 
which each underwriter or subscriber to the 
stock agre to purchase a given amount of 
stock on time and if later they did not desire 
to retain all, the Company was to assist in 
reselling the stock among the friends of the 
underwriter. The plan was eminently success- 
ful so far as subscriptions were concerned. A 
large amount of capital was subscribed quickly 
in May and June of that year. In July the 
notes taken from these subscribers were ex- 
changed for bonds through a New York bank- 
ing house, the last exchange taking place on 
the last day of July, 1914. You will recall that 
this was just a few days prior to the breaking 
out of the European War, after which all in- 
vestment business ceased for a neriod of sev- 
eral months. The latter part of September and 
October of that year, stock salesmen were sent 
out in an endeavor to replace for some of the 
underwriter subscribers that portion of their 
stock which they did not wish to retain, but 
the gross amount sold did not pay the expenses 
of the salesmen. The operation was repeated 
in December, 1914, and January, 1915, with 
slightly better results. In the meantime, the 
majority of the notes had fallen due and a 
few subscribers repudiated or attempted to 
repudiate them on the ground that they had 
been misled by salesmen who induced them to 
make the subscription. This resulted in a con- 
troversy between the banking house and the 
Company and the banking house finally sued 
the Company for the return of the bonds, but 
did not neglect to harass or ask the note 
makers by interviews, letters and threats or 
suit to pay their notes. This resulted in an 
almost intolerable condition due to the fact 
that the note makers were all policyholders and 
many of them prior stockholders in the 
Company. 
Acquired Small Companies 

As an officer of the Company, I realized that 
some other than the usual stock selling pro 
cess must be employed if the damage was to 
be repaired, and finally commenced work upon 
a plan for the acquisition of a number of 
small companies whose capital stock owners 
might be induced to exchange the assets repre- 
senting the capital stock in their own com 
panies for the capital stock of the Pension 
which had been subscribed for by our under 
writers. This work was commenced and 
nrosecuted vigorously first by individuals and 
latterly by the Consolidated Investment 
Company. 

A very exhaustive examination of the condi 
tion and prospects of the young life insurance 
companies was made and actual tests among 
their stock owning holders applied which con- 
vinced me not only that the plan would oper- 
ate for the benefit of the Pension Mutual as 
ovtlined, but if carefully handled and developed 
might result in the building of a fair sized 
life insvrance company and save the stock 
holders in the small companies from further 
loss and disappointment. 

7 No Transfer of Reserve Permitted 

‘his work 


was progressing satisfactorily. 
and we were about ready to effect the first 
consolidation for the benefit of the Pension 
Mutual when our State Department ruled that 
it would not permit the transfer of any re- 
serve or insurance to the Pension while that 
Company was in its present condition even 
though the transfers contemplated and _ con- 


tracted for would make the Pension absolutely 
solvent and sound. The matter again received 
careful consideration by the Company’s di- 
rectors and its eminent counsel who finally de- 
cided that the return of the bonds by the Com 
pany to the bankers who supplied them, and 
the return to the Company for cancellation 
of the stock subscribed for and issued to the 
underwriters which had been exchanged with 
the bankers as collateral to the notes wovld 
be the best step which could be taken at that 
(Continued on page 4.) 
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in response to a well-defined demand. 
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Facts, Figures and Fallacies of Life 
Insurance Canvassing 


By M. P. LANGSTAFF, A.1. A., F.A.S. 





Mr. Langstaff is Actuary of the Dominion Life of Canada. 
the following paper at the tenth annual convention of the 
Life Underwriters’ Association of Canada. 


He read 








It has been my observation that in- 
surance salesmen are divided into 
three main types: 

1. The purely practical man with a 
disdain for theory, the “plain, blunt 
man who speaks his mind,” and one 
who, by sheer force of his personality 
and dominating will, often wins pro- 
nounced success. 

2. The purely theoretical man, who 
has an intimate knowledge of all the 
practices, involved or otherwise, of his 
own and all other companies (a knowl- 
edge of things, too often acquired at 
the expense of his knowledge of men), 
and who too frequently crams his pros- 
pect with such a multiplicity of figures 
and statements as to make his con- 
fusion worse confounded. 

8. The ideal type—the man who com- 
bines in correct proportions his study 


of the theory of his business with his’ 


study of the personality of his fellow- 
men. He is one who, by the proper 
study of the true theory of his subject 
has imparted to his mind that firm 
knowledge which is essential to con- 
fidence in its practical application. He 
has, then, the advantages of the two 
aforesaid types without their defects. 
He is at home when canvassing the 
man who demands facts, wishes to see 
figures, and rejects fallacies. He is 
equally au fait when approaching the 
prospect with a temperament which 
must be played upon as delicately as 
the musician plays upon his instru- 
ment. 
Comment on Ratios 

In the comments which follow, I have 
endeavored to confine myself to a dis- 
cussion on the accuracy or inaccuracy, 
merits and. demerits of various ratios 
and comparisons with which, corre- 
spondence with our own field staff has 
shown me, insurance salesmen come 
into frequent contact. In confining 
myself to such questions and in avoid- 
ing undue and useless technicality, I 
deem I shall not offend our No. 1 type 
mentioned above, shall afford a “light 
lunch” for our type No. 2, and furnish 
possibly further food for thought to 
our ideal type No. 3, who, I take it, 
are largely in the majority. 

One of the snags, the bugbear of in- 
surance men, is ratios, and of the mak- 
ing of these there is no end. There 
are some ratios which peculiarly favor 
the young company and make an un- 
favorable appearance in the report of 
the old company; others in which only 
an old company can make a reputable 
showing. Then, again, some ratios ap- 
pear outwardly to be all-sufficing proof 
cf superiority, but inwardly and on 
close inspection there is little or noth- 
ing to them. “They are full of sound 
and fury, signifying nothing.” Others 
are directly and reprehensibly decep- 
tive—on the surface fair to the eyes, 
but when examined closely found to be 
merely “whited sepulchres.” 


Losses 
It is remarkable how distinctly we 
ean divide our ratios into the two 
broad classes: (a) Those favoring 
young companies; (b) Those favoring 
old companies. 
Let us consider first: 
(A) “Young Companies’” Ratios. 
(1) (a) Death Losses per M. Assured. 
(b) Actual to Expected Death 
Losses. 
(c) Actual to Expected Death 
Strain. 
Ratio (a) combines three gross fal- 


lacies, viz.: (1) It takes no account of 
the effect of medical selection which, 
in a young company with its large 
proportion of new business to old, 
would figure very markedly. (2) It 
ignores the fact that a young company 
has a greater proportion of young lives 
on its books than has an old company, 
and that these young lives are not con- 
tributing, or have not contributed as 
much to the mortality costs as the 
old lives. (3) No allowance whatever 
is made for the reserves accumulated 
under those policies that fall in as 
death claims. Thus, if a $1,000 policy 
has in the fifteenth year an accumula- 
ted reserve out of the policyholder’s 
payments of $700, we can see that the 
real loss is only $300. In an old com- 
pany while, naturally, more losses per 
M. assured occur, yet their virulence is 
considerably mitigated by the fact that 
a large proportion of these claims is 
on policies many years in force and 
upon which substantial reserves—par- 
ticularly substantial in the case of en- 
dowments—have been accumulated. 

To take account of the effect of 
medical selection, strongest, of course, 
at the outset, and gradually wearing 
off, we should, in comparing two com- 
panies, have before us the death ratios 
of each for insurances one year old, 
two years old, three years old * * * 
ten years old, etc. To estimate the 
importance of young lives and re 
serves, we should know also the pro- 
portions of the different plans, the 
ages, etc., data not furnished to rival 
agents, we may be sure. 

Fair Basis for Comparison 

This ratio, Death Losses per M. As- 
sured, is, then, impossible as a basis 
of fair comparison. So for the same 
reasons is the Ratio of Actual to BEx- 
rected Losses, where only the amounts 
of assurances are considered and the 
reserves ignored. It would easily be 
possible for one company, by having 
a larger proportion of young or re- 
cently examined lives, to show a small- 
er ratio herein, and yet in reality not 
have nearly as favorable a mortality 
experience as an older company. 

The only passably fair basis of com- 
parison of the death rates of two 
companies is the Ratio of Actual to 
Expected Death Strain. This is ascer- 
tained by summing the total death 
strain (amounts minus reserves) actu- 
ally incurred and taking the ratio of 
the total to the sum of the total death 
strain expected for all policies accord- 
ing to some standard mortality table— 
a “select” table, of course, i. e., one 
giving effect to the lower mortality 
experienced in the early policy years 
due to medical selection. Occasionally, 
companies in publishing this ratio, dis- 
guise the fact that they have used an 
“aggregate” or the “ultimate” table 
where “selection” is ignored, in com- 
puting their expected mortality. Their 
expected mortality is, accordingly, ab- 
normally high, thus making their ratio 
of Actual to Expected Death Strain 
abnormally low. Some perhaps make 
this mistake through ignorance, in 
which blissful case “’twere folly for 
them to be wise.” However, the alert 
agent in competition will do well to 
suspect any abnormally low death rate 
for an old company till he has ascer- 
tained their basis of computation. 

(2) (a) Business Written to Business 

in Force. 
(b) Gain in Business in Force 
to Old Business, 


(c) Gain in Business to New 
Business. 

No fallacy lurks in the use of these 
ratios as a basis of comparison be- 
tween companies. Rather it protrudes. 
It is patent that no well-established 
company with a goodly volume of old 
business on its books can hope to show 
the ratio of say, some “mushroom” 
company whose total business in force 
is perhaps one-tenth of the yearly bust- 
ness written by the older company. 
With companies of approximately equal 
ages and sizes, however, it may give 
an indication of the rates of progress- 
iveness and stability of business, but 
should be used with caution. Thus a 
high ratio for a company in any par- 
ticular year may indicate large in- 
crease in stable new business, and 
light lapse and termination rates; but 
then again, it may only be the result- 
ant of undue weakness in preceding 
years, where, e. g., terminations may 
have been unduly high. 

(3) Interest earned on Investible As- 

sets. 

This is, in the main, a “Young Com- 
panies’ ” ratio, for they, with their 
small assets and small income, can 
generally invest with greater ease in 
high-yielding and yet safe securities 
than can the large companies with 
their deluge-like receipts. A compari- 
son of the gross rates of interest, how- 
ever, is not always a safe guide. The 
policy of one company in investing 
mainly in, say, bonds, subject to little 
investment charge, will cause their 
gross rates to verge closely on their 
net rates, whereas a company invest- 
ing largely in mortgages will, while 
showing a larger gross rate on that ac- 
count, have heavier proportionate in- 
vestment expenses to deduct in ascer- 
taining their net rate. 

(To be continued.) 





THE CONSOLIDATED 
INVESTMENT COMPANY 


909-910 Finance Building, Philadelphia, Pa. 
WILL BUY Stock of any going In- 


surance Company. 


WILL BUY and pay more for De- 
ferred Dividend Policies within 
five years of maturity than the 
Companies will. 

And at times has For Sale at Attractive 
Prices Securities suitable for 

Insurance Companies 








Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
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Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 





Discusses Affairs of 
Pension Mutual Lice 
(Continued from page 3.) 


time. This was accordingly done and the 
Company’s bookkeepers were engaged in mak- 
ing the necessary computations and cancella- 
tions of these stock subscriptions upon the 
books of the Company when a hurried examina- 
tion was made of the Company, and without 
any notice, except a telegraphic communication 
sent late Saturday evening to me as President 
of the Company at an address where it was 
well-known that I would not be, advised me 
of the intention of the Department to apply 
for a receiver. Inquiries and demands by tele- 
pee and telegraph made Monday forenoon 
rought replies that a receiver had already been 
asked for, although neither the Company nor 
any of its official family of directors had been 
furnished with a copy of the report on exam- 
ination, and as a matter of fact, they have re- 
ceived no such report, although the agents of 
competing companies, hostile newspapers and 
others have been quoting from it for several 
days past. 


Department’s Action 


The reduction of the Company’s capital stock 
by the cancellation of these subscriptions and 
the stock issued at that time was in process 
and was well-known and fully explained to 
the officials of our State Department of Insur- 
ance and its examiners. By these cancella- 
tions more than half of the Company’s out- 
standing capital stock had been returned, and 
was then in the Company’s possession for can- 
cellation, and the Company was prepared to 
make good any remaining impairment in its 
capital by the substitution of the assets of 
other companies whose capital stock had been 
exchanged for Pension stock and whose assets 
are now under contract for delivery to the 
Pension. No notice or mention of these con- 
tracts is made by our departmental examiners 
although the contracts are on file in the Com- 
pany’s office and the proposed transactions were 
fully explained to them. 





NO SINECURE 


Just a regular job for a regular 
man who has made good, is mak- 
ing good, but who wants more 
latitude—a place to show what 
he can do with a free hand. Per- 
haps you know such a fellow; if 
so, tell him to write us to-day. 
Thank you! 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 
* se 


HOWARD S. SUTPHEN 
Vice-President & Manager of Agencies 
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Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you gry absolutely new 
and different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you are now 
making. 

Our Life Insurance Contracts con- 
tain the most to date clauses 
eows to the Insurance ‘orld. 


protection for at least a less 
cost. < - casualty com- 
panies. agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company 

- Of Pittsburgh 
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PITTSBURGH, PENNSYLVANIA 
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Will Save Millions 
In Handling “Debits” 


METROPOLITAN’S NEW SYSTEM 
DESCRIBED 





Coupons Replace Old Collection Books 
—Family Policies Grouped—Vice- 
Pres. Taylor Devised Plan 





The Metropolitan Life has just in- 
stalled in a New York and also in a 
Chicago district, a new system of col- 
lecting and accounting that so simpli- 
fies the handling of industrial business 
that it is estimated several millions 
will be saved when the new method is 
put into full operation. 

Families Grouped 

Under this plan all the policies in 
one family are grouped and are given 
a group number. Instead of tae former 
collection book system, coupons are 
used, the agent’s coupon book showing 
a carbon duplicate which is kept in the 
district office as a record. The total 
family premium is the collectible pre- 
mium and can be receipted for on one 
coupon and each coupon allows for the 
collection of five weekly premiums at 
one time. 


What the Plan Saves 

Frederick F. Taylor, fifth vice-presi- 
dent of the Metropolitan Life, devised 
the new system which he has patented. 
Among the things it is claimed will be 
eliminated are; Deficiencies, excess ar- 
rears, field inspections, final accounts, 
weekly accounts, besides making un- 


necessary 2,000 agents’ collection 
books and 5,000,000 policyholders’ re- 
ceipt books. 


One of the strong features of the 
new system is the check it puts on the 
manipulating agent. It prevents heavy 
collections one day and none another 
and calls for a complete accounting of 
the day’s work. One important result 
will be the saving of about fifty per 
cent. of the time for new business by 
saving it on the collection end. 

The superintendent will be able to 
plan weeks ahead for lapses because 
a complete statement of the condition 
of the family groups can be learned at 
a moment’s notice. 

The plan was first tried out in Super- 
intendent Levy’s district, New York. 
Fifty-one debits were finaled in two 
days by six men from the home office. 
The new plan will be put into opera- 
tion over the territory as fast as the 
special men working on the plan can 
close out the old system and install 
the new. 





WRITING UNDER DIFFICULTIES 


Arthur Greenhill, representative of 
the New York Life at Stratford, Conn., 
was in an automobile accident early in 
1915 that badly crippled him and pre- 
vented his writing any business for 
nine months. In spite of this he 
“made” the $100,000. He writes to 
tbe Company: “As things are now, I 
cannot go out alone, being still crip- 
pled and unable to handle my car 
alone. I have two kiddies who go to 
school. I can only do business after 
dinner from about 1.30 to 4 P. M. and af- 
ter they are in bed from 7.30 to 11 P. M. 
All this time we have to keep trotting 
home to see that the bairns are still 
sleeping, so you can see I get at my 


HOME OFFICE DISABILITY 





During 1915 Metropolitan Life Paid 
19,885 Claims for $199,067 to 
Employes 





In August, 1914, the Metropolitan 
Life offered to employes an insurance 
plan by which provision could be made 
against sickness and accident. The 
Company offered to pay one-half of the 
premiums on the necessary policies. 
On January 1, 1916, 14,804 employes 
had availed themselves of this offer. Of 
these, 4,452 were Home Office employes 
and 10,352 employes in the field. Dur- 
ing 1915 a total of 13,885 claims, 
amounting to $199,067.01 were paid. Of 
these, 5,689 were on home office em- 
ployes and 8,196 on those in the field. 

The policy provides for the payment 
of two-thirds salary during the first 
twenty-six weeks of illness, beginning 
with the eighth day of sickness. From 
the beginning of the twenty-seventh 
week of sickness to the expiration of 
the fifth year of sickness, one-half 
original benefit is paid. After this time 
until the employe reaches age 65, one- 
quarter of the original benefit is paid. 
The offer is for the benefit of employes 
earning less than $2,500 per year, but 
provision is made that all receiving 
under $5,000 may obtain insurance 
equal to the maximum amount allowed. 

The Company has provided for the 
first seven days of sickness by a gradu- 
ated scale of absence credits against 
which an employe may charge days of 
absence due to sickness or other un- 
avoidable absences not provided for by 
the disability policy. In other words, 
there is complete provision against 
sickness. 


INTERMEDIATE DEPARTMENT 








Started By Interstate Life and Acci- 
dent Co., of Chattanooga—$100 
to $750 Lines 





The Interstate Life and Accident 
Co., Chattanooga, Tenn., makes the fol- 
lowing announcement: 

“It has been the fixed purpose of this 
Company for more than three years to 
add a department of old line legal re- 
serve life insurance whenever condi- 
tions seemed to justify an additional 
department. 

“Believing that we can now safely 
and profitably carry a full line of in- 
termediate life insurance, ranging in 
amount from $1)0 to $750, we shall 
have this department ready for busi- 
ness by November 10 for the Chatta- 
nooga district and elsewhere in Tennes- 
see, and in Georgia by January 1, 1917. 
In this department will be written 
whole life, limited payment life, and en- 
dowment insurance, and premiums may 
be paid annually, semi-annually, quar- 
terly or monthly. 








work only under extreme difficulties. 
Looking through my cards for the past 
six weeks I find I made 19 calls with 
the following results: I wrote 15 apps 
for $29,000, paid 4 cases for $7,600, one 
for $1,250 was declined, and one man 
was dead and buried the night I called. 
Had two deliberate turn-downs, so have 
put them on my list as ‘eligibles.’ 
When I see a man I insure him because 
I find out if he has any money before I 
cail—hence my success. Am _ going 
like the dickens to make up lost time.” 








THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
FRANK A. WESLEY 


Vice-President and Director of Agencies 


Our 








HAS HIGH HOPES 





Superior Life Plans to Make Its Indus- 
trial Policies “Most Desirable and 
Most Salable” 





In view of the attacks made upon 
the Superior Life by President Hunt, 
of the Cleveland Life, the following 
statement of the plans of the Superior 
Life, made this week, is of interest, 
particularly the modest paragraph 
about industrial policies: 

“In connection with its ordinary life 
policies, the Company will incorporate 
the feature of annual medical re-exam- 
ination of all those of its policyholders 
whose contracts are for $3,000 or 
more; biennial re-examinations of those 
insured for $2,500; and tri-ennial re- 
examinations of those whose policies 
are limited to $2,000. This provision 
offers to the insured a compelling in- 
ducement to increase the present aver- 
age policy of less than $2,000 to $3,000 
or more, thus giving the Company 50 
per cent. greater premiums and an add- 
ed 50 per cent. in the volume of its 
paid-for business. 

“The Superior Life Insurance Com- 
pany plans-to make its industrial poli- 
cies vastly more desirable, and there- 
fore more salable, than those of any 
of the companies now operating in this 
field. 

“It will establish a visiting nurses’ 
organization, the effect of which will 
be to keep in force a very large num- 
ber of policies which would otherwise 
lapse, and to augment, at minimum ex- 
pense, the volume of industrial insur- 
ance written. 

“It will provide a free dental clinic 
in every district in which it shall oper- 
ate, for the benefit of its industrial pol- 
icyholders between the ages of four 
and twelve, and this provision will al- 
so have the effect of materially de- 
creasing lapses and adding volume to 
its industrial insurance. 

“It plans, through funeral directors 
of its own selection, who will them- 
selves be stockholders in the Company 
and therefore closely identified with it, 
to minimize the expense of undertak- 
ers’ services to the families of those of 
its policyholders who die; and a strik- 
ing feature of its contracts provides 
that a sight draft upon the Company 
for a certain proportion of the face of 








Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








DIVIDE WARD’S TERRITORY 


Three New General Agents of Pacific 
Mutual Life Appointed in 
Washington 








H. H. Ward, well-known Pacific 
Coast general agent, former president 
of the National Association of Life Un- 
derwriters, and one of the shrewdest 
publicity men in the business, has dis- 
posed of his interest in the Washing- 
ton territory tothe Pacific Mutual Life, 
and has been succeeded in that State 
by three different general agents. 
Their names and headquarters follow: 

George A. Parsons, Tacoma. 
Frederick L. Burt, Seattle. 
Bryant & Horton, Spokane. 

Mr. Ward’s headquarters are at Port- 

land, Ore. 





NEW POLICY 


National Life U. S. A.’s Contract— 
Features of Settlement—Rate 
$38.79 Per Thousand at Age 35 


The National Life, U. S. A., has put 
out a new policy, known as “Twenty 
Payment Life, with increased bene- 
fits and guaranteed settlements.” The 
rate is $38.79 per thousand at age 36. 
At this age it becomes paid-up for face 
amount at the end of 15 years, with an 
excess cash balance besides. The 
twentieth year settlement per thousand 
at age 35 provides for (1) paid-up in- 
surance $1,000 and cash $25), or (2) 
paid-up insurance $1,441, or (3) cash 
$816.15. Intermediate values are pro- 
portionately greater than the regular 
20 payment life non-participating poli- 
cy. It contains a total disability bene- 
fit, which provides for payment of one- 
tenth of the face of policy yearly so 
long as the insured lives, or until the 
face of the policy is paid out, if death 
occurs before. This policy has been is- 
sued for a time in Minnesota, but is 
now put out over the whole field. 
the policy shall be available immediate- 
ly upon the death of the insured, which 
will serve in many cases to relieve the 
surviving members of the family from 
embarrassment and assure to the un- 
dertaker the prompt payment of his 
account.” 
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ARGUES FOR ANNUAL PREMIUM 





MADE BY EQUITABLE OF IOWA 


Saving Equal to a Discount of 14 Per 
Cent.—Case Put Strongly 
to Insurance Agents 





The Equitable of Iowa recommends 
to agents that premium payments be 
paid annually, offering the following ef- 
fective argument: 

The Company recommends that pre- 
mium payments be made annually, if 
possible; for records prove that man- 
ner of payment to be the most satis- 
factory and one under which the policy 
is less likely to lapse. Besides the ex- 
pense to the Company is fully twice 
to four times as great where premium 
payments are made by the insured in 
semi-annual or quarterly installments. 

The insured also secures a much bet- 
ter investment by annual payment of 
premiums. The difference between the 
annual rate and the sum of the semi- 
annual or quarterly payments amounts 
to a very liberal discount, attractive 
enough even to command the attention 
of the banker or financier. In some 
cases the saving is equal to a true dis- 
count of fully fourteen per cent., and 
such a discount should be worth while 
to every policyholder making quarterly 
payments. In case of death, the bal- 
ance of the annual premium is deduct- 
ed in settlement of any claim, so the 
argument of paying premiums quarter- 
ly or semi-annually for that reason has 
no weight. 

Examples 

Suppose the insured took out, on 
April 1, 1910, at age 28, a $5,)00 twen- 
ty payment life policy upon the quar- 
terly premium payment basis. His 
quarterly premium is $40, payable upon 
the first days of April, July, October 
and January of each contract year. He 
thus pays $160 yearly, whereas, if he 
would upon April 1 of each year here- 
after pay the premium annually, $152.- 
45 would suffice; a saving to him of 
$7.55 each year for the ensuing premi- 
um payment period. Now how much 
of a true discount does this saving of 
$7.55 really represent? Let us see. 

If he were to pay premiums annually 
upon April 1 in any year, he would 
write his check for $152.45. 

But he pays quarterly at the same 
time $40. He thus gets the use of only 
$112.45 for three months, when he pays 
out again another $40. He then has 
the use of $72.45 for another three 
months, and again checks out $40, leav- 
ing $32.45 to use from the sixth to the 
ninth month, when he not only checks 
out the $32.45 balance from the yearly 
premium rate, but adds to it an extra 
$7.55 to bring it up to the fourth quar- 
terly premium of $40. 

14% Discount Over Quarterly Basis 

Thus he pays $7.55 for the use. of 
$32.45 for nine months, $40 for six 
months, and $40 for three short months. 
14 per cent. per annum interest 

upon $32.45 for nine months 

ihe ee kaw ah ie Slab ate wih Riau $3.40 
14 per cent. per annum interest 

upon $40 for six months equals 2.80 
14 per cent. per annum interest 

upon $40 for three months 

Sa ee eee 1.4) 


$7.60 

Thus the insured would secure a true 
discount equal to nearly 14 per cent. 
for the time he would actually get the 
use of his money. 

Now suppose policyholder B is pay- 
ing the premium upon the $5,000 twen- 
ty payment life he took out in 1912 at 
age 32, upon semi-annual basis. He 
now pays a premium of $85 upon the 
anniversary date, May 1, and likewise 
upon November 1 the same amount. 


He pays each contract year ...... $170 
His annual premium payment rate 
ST Sw a ccs evlst heb bubs i 165 





A saving over semi-annual plan of $ 5 


Now let us see what true discount 
he can get for annual payment of pre- 
mium. Were he to pay annually upon 
May 1 he would write his check for 
$165. He does at that time write his 
check for the semi-annual premium of 
$85. Thus for the use of the difference, 
$80, for six short months, he obligates 
himself to pay $85, or $5 extra. Twelve 
and one-half per cent. interest per an- 
num upon $80 for six months equals $65. 
Thus the insured would secure a 12% 
per cent. true discount to pay his pre- 
mium annually instead of semi-annually. 

These illustrations could be further 
extended to show just how great a sav- 
ing there would be to every policyhold- 
er holding several policies upon which 
he is paying premiums semi-annually 
or quarterly, were he to arrange to pay 
premiums upon each annually, but the 
above simple illustrations will suffice, 
and the agent as he runs across cases 
of this kind can show the policyholder 
where he would save considerable mon- 
ey by annual payment of premiums. 
The reason, of course, for this large 
difference is due to extra expense to 
which the Company is put to accomo- 
date policyholders who prefer to pay 
premiums in so many installments, in 
addition to interest upon the money it- 
self. 





FEES ON RATED-UP CASES 





New York Life Adopts Agreement 
Form to Save Agent Medical 
Costs 





The New York Life has adopted a 
form of agreement to be signed by the 
applicant for insurance, in cases where 
the occupation involves additional haz- 
ard and the risk is rated-up, for the 
purpose of protecting the agent against 
being charged for the medical fee in 
case the applicant declines the rated-up 
policy. 

In the present application blank the 
applicant agrees that if the Company 
is unable to issue at the applicant’s 
true age, a policy on the plan applied 
for, the appiication shall be for a policy 
on the plan and at the premium rate to 
correspond with the Company’s valua- 
tion of the risk. The applicant does 
not necessarily agree to accept such 
policy. But if one is issued rated-up, 
and he does accept it, it is agreed that 
the application shall then be for such 
policy, and no further amendment is 
required. 

If an agent fails to explain to the 
applicant that his policy will be rated- 
up, and the applicant demands refund 
of his settlement, such refund will be 
made and the agent charged with the 
medical fee. Agents can avoid misun- 
derstandings by taking with the appli- 
cation a settlement of the premium in 
full at the rated-up age. This will be 
accepted as evidence that the agent 
quoted to the applicant the exact pre- 
mium at the advanced age. If simply 
a cash deposit is taken, with no proof 
that the agent quoted the correct pre- 
mium to the applicant, the agent can 
protect himsélf against a subsequent 
claim that the applicant was not ad- 
vised of the advance-in-age-on-account 
of-occupation by taking the agreement 
referred to above, signed by the appli- 
cant at the time of making application, 
covering a possible advance in age. 
This agreement reads: 


Referring to my application for 
insurance on my life; dated ..... ° 
I beg to say I thoroughly under- 
stand that on account of my occu- 
pation the premium. called for in 
any policy that may be issued on 
said application will be that of Age 
instead of my true age. 


Yours truly, 


eER CURES eN een eS Applicant. 





STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 
Under the beneficent law of Massachusetts 
Seventy-two Years of uninterrupted and continuous service to 
our Policy Holders. 
Unexcelled Policy Contracts—Satisfied Policyholders. 
Equitable treatment plus Service—Satisfied Agents 
Additions are made to our Force when the Right Men are Found. 


B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, Inspector of Agencies 


A COOD OPENING 


’ An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 














SPECIAL AGENCY OPENINGS 
FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO. 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 
ALL STANDARD FORMS OF LIFE INSURANCE POLICIES 








Pensions for Individuals 
Pensions for Superannuated Em- 
ployees of Business Institutions 
Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit- 
ful, rapidly growing field 


The Pension 
Mutual Life Insurance Company 
PITTSBURGH, PA. 











' We Want Good Men And Pay Them Well 


ASK TO SEE A 
“Life Time Contract” 


FOR YOUR TERRITORY 





Peoria Life Insurance Company 
PEORIA, ILLINOIS 











WE VOTE FOR FOUR YEARS 
MORE OF HELPING OUR MEN 


BANKERS LIFE COMPANY, DES MOINES, IOWA 
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Service to Policyholders 
As Actuary Sees It 


COMPANIES NOW ENCOURAGING 
INQUIRIES FROM ASSURED 





A Mistake to Over-Emphasize Low 
Net Cost Argument in 
Competition 





By J. Burnett Gibb, Actuary of Penn Mutual 
Life Insurance Company 
This Paper Read at Meeting of Penn Mutual 
Agency Association in Detroit 





Our effort must be to establish ab- 
solute equity between all classes of 
policyholders. We are not striving for 
a profit in a commercial sense, nor are 
we disposed to incorporate features in 
our contracts or to adopt methods in 
our practice, which, while they might 
appear to be commendable from some 
angles, would fail in the end to be prop- 
erly compensatory to our general mem- 
bership. 

Undoubtedly the agents of the Com- 
pany hold a position of great power 
towards the giving of good service. 
The Company must supply the agent 
with the best possible policy contract, 
but it may be said that the agent’s first 
and greatest service to the policyholder 
is performed when he is enrolled among 
our membership. To perform the prop- 
er service the life insurance salesman 
should, before placing the policy, so in- 
form himself as to the applicant’s re- 
quirements and ability to meet premi- 
um payments, that he will give him a 
contract which will as nearly as possi- 
ble supply the insurance protection re- 
quired without over-insuring him and 
thereby undermining the whole stabili- 
ty of his protection. After the policy 
has been placed the agent should con- 
tinue to care for the member’s inter- 
ests as wisely and willingly as he did 
at first. The agent formerly felt less 
responsibility in this respect than he 
does at the present time. In the days 
of board schemes, special forms of con- 
tract and excessively high first com- 
missions, such as were allowed by many 
companies, the tendency was strongly 
in the direction of concentrating effort 
upon securing the application without 
proper regard to the actual kind of in- 
surance required or providing against 
any changes in the member’s circum- 
stances which might arise at future 
times. The agent by keeping in close 
touch with his policyholders, is in a 
position to give prompt and efficient 
service, thereby not only retaining the 
business on his books, but also enabling 
him to write additional insurance from 
time to time either on the policyholder 
himself or on the lives of his friends 
and acquaintances. 

Much depends on the co-operation of 
the home office both with the agent and 
with the policyholder. The home office 
administration must prepare a_ suffi- 
cient number of policy forms to meet 
varying necessities of different appli- 
cants and these forms should be suffi- 
ciently homogeneous in their fundamen- 
tals as to preserve an exact equity be- 
tween the different members. Our own 
Company has always been in the van- 
guard in the way of issuing a very lib- 
eral form of policy contract free from 
all restrictions except those which, if 
emitted, might, under certain circum- 
stances, entail danger as to the solven- 
cy of the Company. We have never 
endeavored to profit by the misfortunes 
of our members and have always avoid- 
ed unnecessary technicalities. The 
Home Office has also aimed to supply 
real service to policyholders in its con- 
tracts rather than to put in mere “talk- 
ing points.” 

Disability Clause 

It may be recalled that there was a 
strong appeal made by certain elements 
a year or two ago that we should adopt 
a disability clause which provided for 
payment of the face of the policy in in- 
stallments. Personally, I was opposed 
to this, believing that such a course 


was undermining one of the fundamen- 
tals of life insurance, namely, protec- 
tion of the beneficiary after the death 
of the insured. Our present clause 
which was carefully worked out and 
put into effect early this year, to my 
mini is the best type of disability 
clause, from the viewpoint of service, 
that has yet been offered to the insur- 
ing public, and the fact that it has been 
copied by several of our competitors is 
quite complimentary. The enactment 
in many States of standard provisions 
in policy contracts has necessitated the 
withdrawal of many of the specia) 
forms which used to be issued, but, on 
the whole, it is by no means certain 
that this has resulted disadvantageous- 
ly to our business, as frequently these 
special forms, though honestly sold, 
have led to misunderstandings in later 
years. Service of the Home Office, 
however, only begins with the issuance 
of the policy contract and must con- 
tinue throughout the whole time that 
the policy remains on our books. When 
the policyholder desires to make a 
change of beneficiary or to assign his 
policy, the Company can frequently be 
of service in advising him as to the 
form in which such papers should be 
drawn and put before him the condi- 
tions which such changes or assign- 
ments will create in event of the ne- 
cessity arising in the future for another 
change. The policyholder can also re- 
fer to the Company for advice in 
connection with any contemplated 
change in the form of his policy con- 
tract, or to inform himself as to how 
his policy provisions would be inter- 
preted in the light of any new circum- 
stances that may have arisen. 


Inquiry From Policyholders Welcomed 


The contrast of present-day service 
with what formerly constituted service, 
shows up quite as strongly from the 
Company’s point of view as from the 
agent’s. The liberal provisions of our 
present contracts, the prompt payment 
of claims and the constant effort to 
supply insurance at as low a net cost 
as may be consistent with proper se- 
curity, are some of the features of pres- 
ent-day service which indicate the re- 
markably high level of efficiency it has 
attained. Perhaps the most character- 
istic features of present-day service are 
its availability, precision and adapta- 
bility. In years gone by, the tendency 
of companies was to discourage inqui- 
ries from policyholders, but nowadays, 
just as in other lines of business, pub- 
licity and inquiry are welcomed. Re- 
cently there was held in Philadelphia 
the Advertising Men’s Convention, and 
they adopted as their emblem the word 
“Truth.” If there is any business in 
the world which should be able to have 
the whole truth told about it, it is the 
great business in which we are all en- 
gaged. 

Installment Payments 


Special attention has been given in 
recent years by the management to the 
discouragement of the making of loans 
by policyholders, or, after a loan has 
been made, to the encouragement of 
repayment, thus conserving the protec- 
tion to the beneficiary and keeping to- 
gether the thrift accumulations of the 
members. The agents, being in close 
personal touch with their clientele, can 
render invaluable assistance to the 
management in this respect. The in- 
creased sale of policies payable in in- 
stallments either yearly, half-yearly, 
quarterly, or monthly, is another of the 
recent efforts to protect the benefici- 
aries against themselves and against 
the plans of unscrupulous schemers who 
frequently endeavor to divert the pro- 
ceeds of policies into speculative in- 
vestments which often result in almost 
total loss. All of us realize that prompt 
service is very important and every 
effort is bent towards that end, but it 
must not be overlooked that overzeal 
in this direction may result in errors 
and in serious complications causing 
great difficulties which can be much 
more easily avoided than remedied. If 
the agents will carefully examine pa- 


pers given to them for transmission to 
the Home Office and make sure that 
they have been properly executed in 
accordance with instructions, they can 
be a great factor in expediting the put- 
ting through of all transactions. ‘here 
is no way in which better service can 
be given to the policyholder than by 
the Company’s insisting on having the 
highest standard of agency representa- 
tion, and each individual general agent 
can contribute to this by having as so- 
licitors only men of intelligence and in- 
tegrity. 
Beneficiary Agreements 

One of the greatest developments in 
the business in recent years has been 
in the way of incorporating in the poli- 
cy contract, beneficiary agreements 
containing provisions in many respects 
Similar to those of a last will and test- 
ament. Some of these agreements are 
extremely complicated and only recent- 
ly a committee was appointed by the 
Association of Life Insurance Counsel 
to endeavor to frame a line of proced- 
ure which would keep away from un- 
necessary complications and possible 
law suits. It is the opinion of counsel 
that there must necessarily be some 
doubt as to the constructions which 
wilk be put by the courts upon these 
special beneficiary agreements which 
are being inserted in life insurance con- 
tracts, as few actual cases have been 
adjudicated, and we can only incline 
to the opinion that the courts will fol- 
low the general principles heretofore 
established in the interpretation of 
wills and deeds of trust. Very elabo- 
rate provisions made in an effort to 
cover every possible contingency do not 
always constitute the best service, but 
frequently turn out to be unsuitable 
and actually to defeat the purposes for 
which they were originally intended. 

Low Net Cost Argument 

Along what lines is future service 
most likely to develop? We have al- 
ready seen that through special bene- 
ficiary and installment payment agree- 
ments, the Company’s service is being 
so extended that our liability is not en- 
tirely terminated until long after the 
policyholder, through death or the ma- 
turity of his contract, has ceased to 
pay premiums. Of late there has been 
increasing pressure towards making a 
low net cost the strongest competitive 
factor, and while low cost must always 
be extremely important, it is to be 
hoped that it will not be over-empha- 
sized at the expense of other forms of 
service, which in the aggregate may be 
more beneficial to the membership as 
a whole. Again, in recent years, vari- 
ous plans have been adopted for health 
conservation service to the membership 
of different life insurance companies, 
and although this is still in a more or 
less experimental stage, it seems prob- 
able that there will be further develop- 
ment along this line. It is, of course, 
difficult to make predictions with any 
certainty in these times of rapid 
change, but we may rest assured that 
our Company and its field representa- 
tives will do, as in the past, their full 
share in the giving of proper service 
to policyholders, having always in mind 
the fact that, as a part of the Company, 
the policyholders’ interests are identi- 
cal with our own. 





NEW EXECUTIVES OF 
LIFE 

At the regular monthly meeting of 
the directors of the Oregon Life, C. S. 
Samuel was appointed general man- 
ager of the Company, succeeding his 
father, the late L. Samuel. E. N. 
Strong was appointed assistant man- 
ager and supervisor of agencies, and 
H. R. Blauvelt was appointed executive 
special. 


C. S. Samuel has had an experience 
of over twenty years in the life insur- 
ance business, ten years with one of 
the large Eastern companies, from 
which he resigned in order to assist 
in the organization of the Oregon Life. 


OREGON 





THE 
First Mutual 


Chartered in America, 183g 


New England 
Mutual. Life 


Insurance Co. 
BOSTON, MASSACHUSETTS 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 





FINANCIAL STATEMENT 


Assets, J an. - 

SOOM senescence $74,274,980.68 
Liabilities ........ 69,154,791.00 
POD wins ackéad $5,120,189.68 


The New England Mutual’s recognized 
position in the front rank of American 
companies is the result of seventy-two 
years of honorable, capable and equitable 
If you are a “front rank” man 

you want to be identified with such an 
institution, 


dealing. 


EDWARD W. ALLEN, Manager 
217 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 








The “Home Life” 


The fifty-sixth annual state- 
the Home Life 
Insurance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 


ment of 


Assets increased to 
$32,029,439.71 after paying to 
policy-holders $3,447,381 in- 
cluding dividends of 


$602,721 


The insurance in force was 
increased by $4,766,740 and 


is now 


$125,660,173 


For Agency apply to 


GEORGE W. MURRAY, 


Supt. of Agte. 
256 Broadway, New York, N. Y. 








FOUNDED 1865 








Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 
and Trust Company 


OF PHILADELPHIA 
Rates of Premium Extremely Lew 


and still further reduced by 
Annual Dividends 
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| Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 























——— 


For most young men newly 


Looking graduated from a _ profes- 
fora sional school, the first and 
Location most ‘important concern is 


the securing of a suitable lo- 
cation, Vice-President R. W. Stevens, 
of the Illinois Life points out. By suit- 
able location is meant a town or city 
in which the opportunities for substan- 
tial success seem to lie open to a man 
of their profession provided that he is 
of such character and caliber as to be 
able to handle satisfactorily the busi- 
ness of his prospective clients. 

In the case of a young physician 
lcoking over a town with a view of 
ascertaining the opportunities open to 
him, he wants to know the number of 
doctors already located there, how well 
they are doing, and to measure against 
his own the training and abilities of 
the doctors already there. 

If he finds that of the several men 
engaged in his profession none are do- 
ing particularly well, though all are 
managing to eke out a living, and that 
it is the practice of the community 
whenever one of its members has a 
really serious ailment to employ a 
physician from a neighboring town, he 
is right to conclude that the location 
under consideration will prove a satis- 
factory and profitable one for him pro- 
vided that he has sufficient confidence 
in and respect for his own ability to 
believe that hard work and conscien- 
tious attention to business should win 
for him the confidence and patronage 
of the people. 

In due course of time our young doc- 
tor, if he is in fact more attentive to 
his business and is better qualified 
than his competitors, will absorb in a 
large measure the medical work of the 
community with the result that his less 
efficient brethren move on to other 
fields, and the concentration of the 
practice of several doctors into the 
bands of one doctor means a very sub- 
stantial income. 

There is hardly a town in the United 
States, having a population of 500 or 
over, in which, as measured by the 
standards of that town, a good living 
could not be enjoyed by an energetic 
and efficient life insurance man hand- 
ling the principal business of the com- 
munity. 

The great trouble seems to be that 
the average small town agent is not 
able to see the splendid opportunities 
open to him, provided that he will 
strive for leadership, so we have the 
spectacle of half a dozen so-called 
agents puttering around, being neither 
a credit to themselyes nor their com- 
munity, dividing up insurance profits 
which, if largely centered, as they well 
might be, into the hands of one aggres- 
sive agent, would make him, from the 
standpoint of income, one of the rich- 
est and most respected citizens of the 
town. 

os = € 

The inexperienced 

Soliciting agent is often at a 

Insurance Men loss where to find 

In Other Lines new prospects. Col- 

umns and columns 

have been written on this subject, and 

the books and insurance journals are 

full of suggestions. It would be hard 

to think of anything new, but it is well, 

from time to time, to read over the old 
lists. 

Ordinarily the agent turns to men 
engaged in various lines of business, 
mercantile, manufacturing, etc., or to 
professional men. Have you ever tried 
the plan of soliciting men in other lines 
of insurance work? Fire, or casualty 
men especially? In every large city 
there are thousands of men engaged in 
these lines on their own account, or as 
employes, who ought to make good sub- 
jects for insurance. They are educat- 


ed to believe in insurance, and wiil 


——- 


more readily listen to the life insur- 
ance solicitor than men in most other 
lines. Read over the news and person- 
al items of any insurance journal, or 
of all the journals to which you have 
access. In almost every issue you will 
find mention of men in fire, casualty, 
or other insurance lines who have re- 
ceived promotion, or have had some 
special good fortune in their business. 
These men are usually ready to listen 
to a suggestion that they make use of 
their improved income to increase their 
life insurance holdings. This is true 
of men generally whose business pros- 
pects have improved. 


* * *# 
E. G. Simmons, 
Carry Prospect vice-president and 
Off His Feet'With general manager 


of the Pan-Amer- 
ican Life, says: 

“Be enthusiastic when canvassing. 
Let it boil right over—prove to your 
prospect that you really and truly be- 
lieve in what you are selling. Carry 
your policy with you as proof. You 
must create enthusiasm in your pros- 
pect in order to get his application, 
therefore, you should start in with en- 
thusiasm to get the desired results. 

“Talk nothing but your own company 
—but talk it good and hard. Even if 
you don’t close the business on first 
call, remain enthusiastic and you may 
be sure of a good reception and prob- 
ably the signature the next time you 
call, but— : 

“Don’t overlook the cash with the ap- 
lication! 

“When the application has been signed, 
just make out the receipt and hand it 
to the applicant with a ‘ —dollars, 
please.’ Try this. plan. It will save 
your time in December that would 
otherwise be spent in making collec- 
tions. Just one more thought—not a 
new one—but one which I trust will be 
more deeply impressed upon you by 
constant repetition.” 

” * * 


Enthusiasm 





The whole wide world 


Salesmen is wanting to be sold 
Achievethe to. There is a famine 
Impossible in high-priced salesmen 


throughout the land. 
The biggest prizes with which success 
can lure you are waiting if you are 
willing to be aggressive—if you are 
willing to be different from the ordi- 
nary—if you are determined to be dis- 
satisfied with the commonplace and the 
possible, and, in their stead, resolve to 
actually accomplish the impossible; for 
it is some new, beautiful possibility 
that the successful man of today must 
-be always striving after. The men of 
yesterday waited and hoped for the 
miracles of today that never came to 
them. The aggressive men of today go 
out and perform the miracles required 
to satisfy their growing demands.— 
Salesmanship. 


INSURANCE 
COMPANY 


HARTFORD, 





THE TRAVELERS 


Vv 


CONNECTICUT 


WRITE THE GREATEST VOLUME OF 
GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 


THE OPPORTUNITY TO SUPPLY THESE INSURANCE 
NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 


INDEMNITY 
COMPANY 








At the triennial conven- 

Preaching tion held at St. Paul, at- 

the Duty tended by the Metropolitan 

tolnsure Life’s agents in that terri- 

tory, Archbishop Ireland 

addressed the convention and pointed 

out the wonderful opportunity for wel- 
fare work open to the agents. 

“No men, truly loyal to themselves,” 
he said, ‘‘work merely for salary. They 
must feei that, while they are working 
for salary, they are doing good to them- 
selves and good to others. They must 
bring the ideal into practice, and that, 
surely, is what you may well do. You 
are working for the good of humanity 
in a most remarkable manner. First 
of all, you do immense service to your 
neighbors and fellow men jin having 
them take out policies of insurance. 
From all that we know about accidents 
of late, the other lists of mortalities, 
and the low premiums of the insurance 
companies, I marvel that there should 
be any sensible man in America who 
would not have his life insured. It has 
been my constant advice to those who 
huve listened to me for years; my con- 
tinual lesson to men during decades 
and decades has been what a blessing 
it is when a man is insured against the 
results of sickness, against the evils of 
death. And, fortunately, insurance is 
growing. 

“I remember the time, years ago, 
when it was the hardest thing in the 
world to get men to insure their lives, 
and the wives, strange to say, didn’t 
care about it themselves. They said: 
‘Why, it is wishing for the death of 
the husband.’ And the husband would 
say: ‘Why should I insure? Why, if I 
did insure, the wife would be anxious 
to get the policy paid to her.’ In this 
day we have grown to appreciate the 
advantages of insurance. I hope and 
trust that there will be no one of any 
sense, who, as soon as he is of age to 





satisfying and continuing. 





A Year of Rich Opportunity 


To make the most of it you must have unexcelled policy contracts, 
low net cost, unexcelled equipment, unexcelled Home Office and Agency 
service, Company reputation high as the highest, a genuinely fraternal 
spirit between Home Office and Field, and an institutional sense of will- 
ing duty to policyholders, beneficiaries, and the public. 
manship ability is joined to thes, the Fieldman’s success is bound to be 


Occasionally we have a Genaral Agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 


When sales- 








be insured, will fail to have his name 
put on the books. 

“Go to work in your visits to your 
policy-holders, and tell them, after hav- 
ing narrated at length the ‘benefits the 
Metropolitan is conferring upon them, 
put in something of the Preacher, for, 
after all, what is it that guides life? 
What is it that brings it happiness? 
What is it that fills the soul with that 
hopefulness which is the spring of am- 
bition? It is the observation of the 
Ten Commandments. You have there 
the best medicine; you have ‘there the 
best preventative of disease, and you 
have there the source, the spring of 
purest hope and faith in humanity and 
in God.” 


* a” * 
’ The Northwestern Na- 
Writing tional Life is one of 
Children’s the companies writing 
Endowments children’s endowments, 
and the Company 
states: 


“From time to time we receive an 
application for a child’s endowment 
policy, but apparently not as often as 
the increasing birth rate would indicate 
possible. Try it on your friends and 
acquaintances who are congratulating 
themselves on a new arrival. It is a 
fine way to start a savings fund for the 
boy or girl, the responsibility of keep- 
ing up an insurance policy being a 
stronger influence for persistent sav- 
ing than a bank account. The parent 
will not miss the small premium now, 
and the collected sum may make a vast 
difference to the grown boy or girl] fif- 
teen or twenty years hence.” 





PRODUCED FOR 200 WEEKS 


At a meeting of the G. C. Wells 
general agency of the Provident Life 
& Trust, held in Pittsburgh recently, 
James J. Phillis was the recipient of a 
box of flowers as an expression of ap- 
preciation by the agency because of 
his work in scoring two hundred con- 
secutive weeks of production. 





The Northwestern National Life of 
Minneapolis has appointed Messrs. 
Mathis & Matthews, Dallas, State 
agents for the entire State of Texas. 
Mr. Mathis was a member of the firm 
of Oldham & Mathis, Dallas, agents 
for the northern half of Texas. Mr. 
Oldham will continue to represent the 
Company. 
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DR.W.H. KINNICUTT’S METHODS 


MUTUAL 





MASS. SALESMAN 





Tells Arguments He Uses to Sell Poli- 
cies—Strong for Monthly 
Income Plan 





There is far more to insurance than 
method. He who depends upon method 
is a slave, not a master. But it is as- 
sumed that with a foundation of prin- 
ciples well established, the description 
ef a new “curve” or “floater” may fur- 
nish a new vehicle for carrying the 
principle. So, with this disclaimer for 
the omnipotence of method, I will, for 
their suggestive value, present a few 
which have been found useful by suc- 
cessful writers in opening the way for 
business. 

Probably no one reply is given the 
solicitor more frequently than, “I have 
ail the insurance I need.” The answer 
indicates that there has never been 
much serious thought given to the con- 
sideration of how much is really need- 
ed. The query, “Have you as much as 
your wife and children need?” some- 
times opens the question of what con- 
stitutes a need of protection and how 
tauch is enough. 

Paper and Pencil Scheme 

If the candidate is open to conviction 
the following pencil and paper scheme 
has proven successful, if you can in- 
duce aim to fill in the blanks: 

My family needs a yearly income of..$...... 


My resources are: 
Savings 








Investments ...... 
eer 
All others. ...... 
Total Biscsee : 
This invested at 5% will yield yearly...$...... 
(Subtract) 
The deficit to be supplied is............ = 
eS eee ea steseecceces 
The amount of insurance which at 5% —— 
will complete the income needed...... Bi ncese 


A Man’s Obligation 


This consideration will put a man’s 
obligation before him in such a way 
that he convinces himself as to his 
duty to his family and of the power of 
insurance to serve his real needs. 

It will often put 2 new meaning to 
insurance to ask, “What is your family 
capital?” This question will usually 
need explanation, which is given thus: 

“How much of your income do you 
require for your home outside of your 
personal expenditures?” The answer 
will be (let us assume for illustration) 
“$1,200.” 

That means that your family capital 
is $24,000, as 5 per cent. of that amount 
is $1,200. Have you insured this capi- 
tal for your family? 

The monthly income plan of insurance 
is probably the best development ever 
given to agents to assist better sales. 
The fact that a year’s income may be 
misused if paid in one sum is offset by 
the certain value of the same money if 
distributed over twelve payments—with 
interest added. It has an eloquent ap- 
peal peculiarly its own, and needs but 
little argument in its support. You are 
too familiar with its possibilities to 
need any suggestion as to its presen- 
tation. Too often, however, the chances 
are overlooked for its appropriate pres- 
entation. An incompetent or crippled 
dependent in the family, one who must 
always be a care to others, may be pro- 
vided for in such a way as to make 
one’s mind easy for the future. A 
memorial for some favored charity, 
church or institution may be establish- 
ed through the monthly income policy, 
and a little enterprise on the part of 
the agent may introduce this possibility 
to many who would welcome such sug- 
gestion. 

Advent of New Child 

The advent of a new child in a family 
will often give the enterprising agent a 
chance to place more insurance, as 
larger responsibilities then are added. 
But the specific presentation of the 
endowment policy, or double sum in a 
twenty or nineteen payment policy, will 
often find ready takers for the purpose 


of spreading the cost of a college 
course over twenty years whena child’s 
demands are the least, instead of con- 
centrating it in the usual four years of 
college age when other demands are 
great. The money is ready at college 
age, instead of being a problem as to 
its acquirement. Such a proposition 
should be presented solely from the 
viewpoint of assuring the education, 
and not as insurance for the family in 
general. 

A close acquaintance with the mar- 
riage prospects of a community should 
yield good returns. Often the prospec- 
tive bridegroom will welcome the sug- 
gestion of a policy drawn to the wife 
and appearing among her wedding gifts. 
For some people this has a peculiar 
appeal. Indeed, the State could do far 
worse in its marriage laws than to re- 
quire each applicant for license to show 
ar insurance policy as one qualification 
for marriage. 


A War Simile 


Not infrequently we meet the man 
who, arrogantly healthy and backed by 
good family history, will say, “If your 
Company thinks I will live to old age, 
why shouldn’t I take the same view and 
save the cost of insurance? I will risk 
it.” If such a man is inclined to be 
reasonable, there are many ready argu- 
ments with which to combat his posi- 
tion. But such a man may be hide- 
proof to the usual argument, and can 
only be brought to his senses by such 
suggestions as this: 

“If you were expecting to be forced 
to go to war would you think it advis- 
able to have insurance?” The answer 
is always, “Yes.” Then the statement: 
“There were, during the four years of 
the Civil War, 2,800,000 men in the 
Union ranks. Of these, during the four 
years, there died in battle and from 
wounds, 84,613, which is between 7 per 
cent. and 1 per cent. a year. Compare 
with this the mortality of American 
people, which is between .7 per cent. 
and .8 per cent. a year; it will be seen 
that war in itself is not so much more 
fatal than daily life during times of 
peace. All the deaths traceable to war, 
including sickness contracted from ex- 
posure, show only 2 1-3 to the hundred 
per year.” If your candidate is honest 
with himself these figures will startle 
him into action. 

A certain agent of my acquaintance 
has made himself an autaority upon all 
the laws pertaining to wills. He can 
draw up a will as well as the most ex- 
pert lawyer. This knowledge he uses 
to aid his business. “Have you made 
your will?” he will ask. “No?—let me 
tell you something”’—and soon he 
knows all about the man’s circumstan- 
ces and resources and when he is done 
he has sold enough insurance to take 
a will wortL while. 

Few agents pay enough attention to 
tiie opportunity for selling protection 
to business enterprises. 

All kinds of business concerns may 
have a real, but never realized, need 
for protection. The intelligence of the 
agent can make this apparent. Part- 
nerships, large and small, must have 
their adjustments all made in court if 
one partner dies. The difficulties met 
with here may swamp a business which 
would be saved and made independent 
if co-partnership insurance had been 
established. Experts in a corporation, 
or any one upon whom success of the 
business depends, may wisely be marked 
as eligible for commercial protection. 
The citizen building a new home under 
niortgage is the easiest kind of busi- 
ness for the well-equipped agent. Stu- 
dents should be shown how to cover 
loans and fortify good will in their pa- 
trons by insurance. Merchants often 
use assigned policies to protect con- 
signors of merchandise. Bonds may be 
secured by placing endowment policies 
upon certain individuals, to be matured 
at the time of bond maturity; this con- 
stitutes a sinking fund which insures 
payment whether the insured lives or 
not. Merchants can always fortify 
credit in the market by showing ade- 
quate insurance to protect business 
risks. 








THE 
METROPOLITAN LIFE 


| Insurance Company 


(Incorporated by the State of New York) 


Of the Peop 











le 


The Company By the People 
For the People 


The Daily Average of the Company's 
Business during 1915 was: 








639 per day in Number of Claims Paid. 
9,175 per day in Number of Policies 
Issued and Revived. 


$1,956,438 per day in New Insurance 
Issued, Increased and Revived. 


$326,616.59 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$146,602.49 per day 
Assets 








in Increase of 


Metropolitan Life Insurance Company 
Ho.ae Office Building 


JOHN R. HEGEMAN, President 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1915; 


ABBEES cccccccceccccccecesecccoccocsecoscccescossscosccsccsee $ 12,629,857.65 

Liabilities .......seccccceccecsesss Occccccccccccsccccccccces 10,818,731.99 

Capital and Surplus.........-+++« Oc scccescccscvccecococece 1,811,125.66 
Insurance in Force.......cscccccscccccsccees seer setesescesseeeeceseeees 104, 701.00 
Payments to Policyholders since Organization..........+..ss++++- 16,811,250.99 
Is Paying its Policyholderg OVef...........0..-scssececeseeenseeeces $ 1,350,000.co annually 


GOOD TERRITORY FOR LIVE AGENTS 








THE MOST VALUABLE POLICY FOR YOU, 
Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





E INSURANCE COM 
OF BOSTON MASSACHUSETTS 


WILLIAM N. COMPTON, General Agent 
METROPOLITAN DISTRICT, ST. PAUL BLDG., 220 BROADWAY, NEW YORK, N. Y. 











Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’”’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 
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lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; B. F. 
Hadley, Vice-President; W. L. Hadley, 
Secretary. The address of the officers 
is the office of this newspaper. Tele- 
phone 2497 John. 


Subscription Price $3.00 a year. Single 


copies, 15 cents. 


Entered as second-class matter Jan- 
uary, 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 3, 1879. 





LAST OF BROOKLYN COMPANIES 
The amaigamation of the Williams- 
burgh City and the United States, un- 
der the name of the latter company, 
has a sentimental interest in view of 
the fact that it means the disappear- 
ance of the last of the Brooklyn titles 
from the roster of fire insurance com- 
panies. At one time there were xalf 
a dozen such companies with home of- 
fices in Brooklyn and they were among 
the leading fire institutions of the East. 
Local pride was strong in the middle 
of the last century and it was often the 
custom to name a company after a geo- 
graphical location or a former promi- 
nent citizen. Thus, in Manhattan were 
the Broadway, the Lenox, the New York 
Bowery, the Central Park, the Fulton, 
the Peter Cooper, the Knickerbocker, 
the Brevoort and many others long 
since plunged into oblivion. Across 
the East River was the rival city of 
Brooklyn, which had intense local pride 
which was capitalized by the fire in- 
surance companies domiciled there. 
Thus, there was the Brooklyn, the 
Atlantic, the Kings County, the La Fay- 
ette, the Long Island, tue Mechanics, 
the Montauk, the Phoenix, etc., between 
whom there was a great deal of rival- 
ry, and who fought the encroachments 
of the common enemy from New York. 
Gradually, as companies grew in size 
and in influence, the opportunities of 
the companies which specialized so lo- 
cally, both in Manhattan and in Brook- 
lyn, dwindled and one by one they dis- 
appeared. In 1879 the Atlantic rein- 
sured in the Home; in 1887 the Brook- 
lyn reinsured in the American of New- 
ark; in 1904 the Atlas took the Kings 
County; in 1892 the La Fayette rein- 
sured in the Home; in 1890 the Long 
Island reinsured in the Royal; in 1877 
the Montauk was swallowed by the Ni- 
agara; in 1878 the Alliance absorbed 
the Mechanics. Iin 1910 the Phoenix, 
one of tne best known companies in 
the country, was merged with the Fi- 
delity. Finally, there was none left 
but the Williamsburgh City, which had 
long before outgrown local boundaries, 
and which had been active since 1852. 
On December 31, 1915, the Williams- 
burgh City had gross assets of more 
than $5,000,0)0. Its consolidation with 
tae United States gives the latter com- 
pany assets in excess of $6,000,00). 


THE RECIPROCALS 

One development in the fire insur- 
ance business worthy of more than 
passing note seems to be a growth in 
the number of inter-insurance’ ex- 
changes. On December 31, 1914, there 
were twenty of these reciprocals au- 
thorized to transact fire insurance in 
Illinois. On December 31, 1915, the 
number had increased to twenty-six, 
and this despite the weak points in 
the reciprocal system whicn have been 
eloquently pictured. In 1914 the risks 
written in Illinois by this class of or- 
ganizations amounted to $28,731,962; in 
1915 they had increased the amount 
of this business by more than $9,000,- 
000. There is a great deal of good lit- 
erature on the subject of inter-ex- 
changes, and local agents should be 


better posted on the subject than they 
are. 





KEEPING TAB ON SPRINKLERS 





Quarterly Reports of National District 
Telegraph Co. Going to Insurance 
Companies 





The National District Telegraph Co. 

is issuing quarterly reports on sprink- 
ler supervisory service covering a large 
number of cities in this country. The 
October report shows that 2,870,915 
sprinkler heads were supervised; that 
2,987 gate valves were found closed; 
that in four there was low water in the 
gravity tank, etc. These reports are 
now being sent to a number of under- 
writers. The Eastern Underwriter has 
received the following letter from the 
National District Telegraph Co: 
Editor The Eastern Underwriter: We 
enclose you a copy of our quarterly 
sprinkler supervisory report, which 
shows the amount of trouble this com- 
pany has in compelling engineers in 
buildings wherein sprinkler systems 
are installed to keep the sprinkler sys- 
tems in a condition to perform the 
function for which they were designed 
and installed. 

You will note that we have taken up 
each device separately to show the 
amount of trouble we have in maintain- 
ing specific conditions. 

We are enclosing our booklet “Things 
That Happen” wherein each device is 
illustrated, and descriptive matter cov- 
ering the operation of these devices in 
order that you may fully understand 
the advantages of this system. 


We are also enclosing our folder 
“Who Watches Your Watchman” which 
describes our combination central of- 
fice. supervisory of watchman and fire 
alarm service, which I believe you will 
finu interesting. 

For your information we beg to ad- 
vise that we maintain and operate all 
kinds of fire protection and preven- 
tion services and have offices in prac- 
tieally all of the large cities in the 
United States. 





The Northwestern National Life of 
Minneapolis conducts a correspondence 
school for the benefit of its 1,000 
agents. The course consists of five 
lessons covering the fundamentals of 
life insurance and the principles of 
salesmanship. 


POSTGATE OUT OF INSURANCE 

The Pittsburgh “Post,” which ran a 
department of insurance, printing two 
columns every day, the editor being 
John Postgate, a Shakespearean schol- 
ar, has discontinued the department 
for good. Mr. Postgate, a familiar fig- 
ure in the Pittsburgh insurance offices, 
has disappeared from insurance circles. 











a 

















B. M. 


CULVER 


The Human Side of Insurance 








O. E. LANE 





Otho E. Lane, whose elevation to the presidency of the Niagara Fire, was 
announced in The Eastern Underwriter last week, made his early reputation 
as special agent of the Scottish Union & National in the Rocky Mountain field. 
His work there in building up that field has passed down into insurance annals 
as a Classic, pointed out as a model for young field men to follow. Mr. Lane, 


by the way, is the youngest of company presidents. 


He is thirty-six years old 


and a graduate of Miami University. One of the interesting sidelights on Mr. 
Lane’s career is that he won friends in the same ratio that he won success, and 
at every stage business associates have done their best to push him forward, 


certainly an unique tribute in view of present competitive conditions. 


Bernard 


M. Culver, the new vice-president of the Company, is also a man of fine ideals 
and strong character, which combined with his successful underwriting experience, 


have taken him to the front. 


Darby A. Day, manager of the Chica- 
go agency of the Mutual Life, took 
charge just six years ago and in that 
time the agency has placed on the 
books almost $7,000,000 of paid-for 
business. This is an average of near- 
ly $1,000,000 a month. In the past four 
years ending with September, the 
agency has paid for a total of .$50,000,- 
00), an average of more than $1,000,- 
000. Of this business more than 90 per 
cent. is still in force. The Mutual Life 
characterizes this achievement as un- 
paralleled in the history of American 
life insurance. One of the most re- 
markable features of the record of 
Manager Day’s agency is the fact that 
there have been only two lost policies, 
while the first year death claims have 
aggregated less than $25,000. In the 
first nine months of the present year 
the agency made a net increase of $1,- 
250,00) of business and expects to write 
$16,000,000 for 1916. 

v oo 


George ‘Elliott Hunt, who as been 
connected with the Pacific Mutual for 
some twenty-five years, has gone to the 
Hawaiian Islands for several weeks’ 
vacation. Mr. Hunt is one of the most 
active and successful writers through 
the agency of Manager F. A. Stearns. 

ak * a 


Arthur Everett Small, widely known 
in the field of economic and financial 
publication and journalism, has gone 
with the “Economic World,” as _ edi- 
torial adviser and contributor. 

oe * * 

Charles C. Brooks, long connected 
with the North River, who recently 
returned to New York after having 
lived in West Virginia for several years, 
is the popular Carnegie of the West 
Virginia mountains. Mr. Brooks dis- 
covered that there were few libraries 
in the mountains which were available 
to the mountaineers and set about to 
eorrect this evil. His method was to 
beg, borrow or steal as many books as 
he could lay hands on and ship them to 
West Virginia. There he made ar- 


rangements with the storekeepers to 
give them shelf room and he person- 
ally provided for their re-binding and 
replenishing. When the books in one 
locality had all been read, he took those 
books to another locality and thus kept 
the libraries circulating. 

* ok * 

John M. Taylor, president of the 
Connecticut Mutual Life, was one of 
the speakers at the dedication of 
Founders’ Hall, Loomis Institute, 
Windsor, Conn. Mr. Taylor is presi- 
dent of the trustees of the institute. 

ok * * 


Morgan G. Bulkeley, president of the 
Aetna Life, and former United States 
Senator and governor, made a speech 
during the campaign. He said he had 
cast his first vote for Abraham Lincoln 
and had voted the Republican ticket 
ever since. 

oe * -s 


William Jarett, of Milwaukee, who 
heads the list of fifty leading producers 
of the Mutual Life for the third quar- 
ter of 1916, has paid for more than 
$475,000 of business already in the Field 
Club year, since May 1. “This is great 
work for the first six months, and we 
anticipate that he will enter the $200,- 
000 convention of the Field Club next 
summer. with a round million to his 
credit,” says the Company’s publica- 
tion. 

* * * 

Frank L. Armstrong, a well-known 
figure at the press tables of insurance 
conventions, has resigned from the staff 
of “The Standard,” in order to become 
general manager of a printing estab- 
lishment in Boston and Marblehead, 
and to be editor of the Marblehead 
“Messenger.” 

* ca * 

John Clarke, for the last fifty years 
in the insurance business in Brooklyn, 
died on Sunday at his home. Mr. 
Clarke is survived by his wife, three 
Gaughters, and three sons, one of 
whom is the Rev. James F.. Clarke of 
Williamstown, Pa. 
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Frelinghuysen Wins 
Senatorship in a Walk 


POPULAR INSURANCE MAN LED 
TICKET IN NEW JERSEY 


Election Forecasted a Fortnight Ago— 
Receives Many Congratulations 
From Business Associates 


Joseph S. Frelinghuysen, of J. &. Fre- 
linghuysen & Co., had an easy victory 
at the polls in New Jersey on Tuesday. 
He was elected United States Senator 
by a large vote, leading the entire tick- 
et. For weeks he has been campaign- 
ing in New Jersey, and his personal 
contact with ‘the voters told. Dozens 
of telegrams and letters of congratula- 
tion were received by the senator from 
insurance friends. 

As far back as two weeks ago the 
election of Frelinghuysen was conced- 





JOSEPH S. FRELINGHUYSEN 


ed privately by Democrats in the State. 
The New York “Times,” Democratic, 
on the morning after election said: 

“Probably the worst beaten man in 
the State is United States Senator 
James . Martine, the ‘Farmer Jim’ 
who has been a thorn in tae side of 
Woodrow Wilson ever since the latter 
forced the election of Martine six years 
ago, thereby compelling his party to 
make good its bluff on the Senate 
primaries.” 

Mr. Frelinghuysen is the third insur- 
ance man to go to the United States 
Senate, the other two having been the 
late John F. Dryden, also of New Jer- 
sey, and Morgan G. Bulkeley, president 
of the Aetna Life. 

Mr. Frelinghuysen began his insur- 
ance career as a clerk in the Continen- 
tal office, and while still a boy ran a 
local agency in New Jersey on the side. 
Branching out as an independent un- 
derwriter he scored a remarkable suc- 
cess by shrewd, daring and original 
methods. A complete account of his 
insurance career was given by him to 
The Eastern Underwriter some months 
ago. His personal popularity with in- 
surance men is general. 

Mr. Frelinghuysen is the third mem- 
ber of his family to win United States 
Senatorial honors. He has always been 
active in public life, and served six 
years in the State Senate. His work 
as head of the State Board of Educa- 
tion and for the agricultural interests 
also helped build up his reputation with 
the New Jersey public. 


Fire Insurance Department 





MORTGAGE CLAUSES 


Commissioner Winship Alleges That 
Preferential Treatment is Being 
Given to Some Michigan Assured 





Commissioner Winship has notified 
fire insurance companies that ne wishes 
to hear from them relative to their 
practice with reference to the mortgage 
clauses being used in that State, insist- 
ing taat endorsements must be uniform, 
else one class of assured is given a 
preference over another class. The 
Commissioner says: 

“We have had numerous mortgage 
endorsements sent to us by various 
agents, the use of which would be a 
violation of our law, unless tae com- 
pany using such rider places the same 
sort of endorsement upon all of its 
policies where mortgage is concerned. 
I am referring particularly to a mort- 
gage clause with fuil contribution, 
which is insisted upon by banks, and I 
believe the same or a special mortgage 
clause is insisted upon by life insur- 
ance companies. This clause contains 
a permit for the property to remain 
vacant, that is, to remain vacant in- 
definitely. This endorsement is differ- 
ent from the endorsement in common 
use by companies, and it is a preferen- 
tial treatment to give one class of in- 
sured this sort of an endorsement and 
another class anotner sort of endcrse- 
ment. I do not mean that all com- 
panies must have the same sort of en- 
dorsement or a uniform endorsement. 
One company may have one kind and 
another company another kind, but 
eaci company must have the same en- 
dorsement for the same class of risk, 
for otherwise a preferential treatment 
would be accorded, which is a violation 
of the anti-discrimination law. This 
Department, therefore, wisaes to hear 
from you as to your practice in this 
matter.” 





FIFTH AVENUE AUTO FIRES 





A Plan to Fight Them With Extin- 
guishers Placed at Congested 
Corners of City 





William Guerin, chairman of the Fire 
Prevention Committee of the Safety 
First Federation of America, says that 
he has been so pressed with business 
affairs that ae has had no time to take 
up the matter of placing fire extin- 
guishers at the semaphores where con- 
gestion of traffic takes place (such as 
Fifth Avenue and Forty-Second Street) 
but hopes to give this further atten- 
tion during the month of December. 

Mr. Guerin’s idea is that fire extin- 
guishers at the busy corners will be 
effective in putting out automobile 
fires. A number of cars have caugat 
fire at various times while passing up 
and down Fifth Avenue. 





SCHOEN WITH PHOENIX 

Charles J. Schoen, formerly a mem- 
ber of the agency firm of Blauvelt & 
Morrell, of Nyack, N. Y., has been 
made examiner at the head office of the 
Phoenix of London. Mr. Schoen was 
for ten years in the agency department 
of the Royal, following which he en- 
tered the local agency field at Nyack. 
In addition to his duties as examiner, 
Mr. Schoen will work among the brok- 
ers. 





VISIT NEW YORK 

Frank P. Wilson, State agent for the 
Continental and Fidelity-Phenix in Cal- 
ifornia, has been visiting the head of- 
fices of his companies at New York. 
Another California representative of 
the companies also visiting New York 
is Special Agent Geo. L. MclIntire, of 
Los Angeles, 











FIRE AND MARINE 
INSURANCE—ALL LINES 





The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital ° ‘ 


Liabilities (Except Capital) 
Surplus to Policyholders . 


Statement January 1, 1916 


Assets o . ‘ 


: - $1,000,000.00 | 
° 2,377,857.39 
» . 467,413.45 
. 1,910,443.94 














AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE /ETNA ACCIDENT AND LIABILITY CO. 


























L. M. SPENCER DEAD 


More Than Twenty Years With Under- 
writers’ Association of New York 
State 


L. M. Spencer, district secretary in 
charge of the Rochester stamping office 
of the Underwriters’ Association of 
New York State, exclusive of the city 
of Rochester, died this week, after a 
long and painful illness. Mr. Spencer 
ir point of service was the second old- 
est employe of the Association, having 
been with it for twenty-odd years. 

“Mr. Spencer was a capable, indus- 
trious and efficient man and in his 
relations with the public and the local 
agents had built up a wide circle of 
friends, and it is with great regret that 
tne Association announces his death,’ 
said R. G. Potter, secretary of the Un- 
derwriters’ Association of New York 
State. 


PITTSBURGH DISTRICT’S RECORD 


Two large fires in the Pittsburgh dis- 
trict in the past fortnight have boosted 
the fire loss there at least half a mil- 
lion. The first bad fire was the Butler, 
Pa., car fire. On Sunday night the sev- 
en story brick structure and four story 
addition of Arbuckle & Co., Liberty 
Avenue, Pittsburgh, caused a loss now 
estimated at $200,000. 


TWO BRITISH RE-INSURANCES 


The Legal Insurance Company as 
been taken over by the Royal. The 
Guardian Assurance has taken over the 
Reliance Marine. 














BOLAND A TRUSTEE 


James J. Boland, of Scranton, agent 
and underwriter, is one of the trustees 
of the Guaranty Fire, of Scranton, Pa., 
being organized with $500,000 capital. 





79-83 William St. 


Imperial Assurance Co. 
of New York 


Commerce Ins. Co. 
‘ of Albany, N. Y. 


Columbian Nat. Fire Ins. Co. 
of Detroit, Mich. 


BROOKLYN BRANCH: 





The William H. Kenzel Co. 


REPRESENTING 


Franklin Fire Insurance Co. 
of Philadelphia, Pa. 


New York 


Equitable Fire & Marine 


of Providence, R. IL. 


Granite State Fire Ins. Co. 
of Portsmouth, N. H. 


Pittsburgh Fire Ins. Co. 
of Pittsburgh, Pa. 


154 Montague Street 
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NEW JERSEY NOTES 


AVERAGE N. J. PREMIUM RATE 


-024 





$1.021 IN 1915, REDUCED 





Commissioner La Monte’s Report— 
Average Fire Insurance Loss Rate 
Last Year 58.62 





Commissioner La Monte, of New Jer- 
sey, in his annual report says that nine 
companies have been licensed in the 
State since his last report, as follows: 
American Eagle, American Lloyds, 
Great Western, Industrial, Inter-State, 
Patriotic, Safeguard, Tokio and United 
States Lloyds. In the same period the 
following withdrew: Arlington, German 
of Peoria and United Firemen’s. The 
total number of companies in the State 
last year was 226, an increase of six 
more than the year before. There are 
thirty-seven New Jersey carriers, of 
which fourteen are stock and twenty- 
three on the mutual plan. 


No Theories Advanced 


The total admitted assets of the New 
Jersey stock companies at the end of 
last year was $34,144,408. Mr. La Monte 
does not philosophize or editorialize in 
his report, but sums up results in the 
following compact fashion: 

“Commissions, brokerage, agency ex- 
penses, salaries and expenses of offi- 
cers and home office employes, required 
an expenditure of $108,599,582, which 
is an increase of $7,283,452. The dis- 
bursements for taxes, licenses and fees 
amounted to $11,839,887, the increase 
being $2,132,455. Dividends to stock- 
holders of the American companies 
were $824,363 less in amount than in 
the year before. The United States 
branches of foreign companies remit- 
ted to their home offices $3,345,32) more 
than they received from the same. 


“The fire risks written in 1915 
amounted to $2,659,202,048 more than 
in the preceeding year, and there is a 
gain shown of $3,009,349,084 in the 
amount of fire risks in force on Decem- 
ber 31 as compared with the total out- 
standing at the end of 1914. 


Average Rate, Premium, Loss 

“The average rate of fire premium 
charged was $1.021, which is a reduc- 
tion of .024 from the average for the 
previous year. 

“The marine insurance writings were 
$6,071,800,295 greater in amount than 
in 1914, and there were $416,693,325 
more marine risks unterminated on De- 
cember 31 last than at the end of the 
preceding year. 

“There was an increase of $109,689,- 
143 in the aggregate of fire risks writ- 
ten in New Jersey during 1915 as com- 
pared with the business of 1914. The 
total fire premiums received from New 
Jersey risks were larger in amount by 
$1,000,501, while the fire losses incurred 
were greater by $931,543. The ratio of 
losses incurred to premiums received 
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ADEQUATE 
FACILITIES 


ALL LINES 





CLARENCE A. KROUSE & CO. 
LOCAL anp GENERAL AGENTS 
325 WALNUT STREET 


PHILADELPHIA, PA. 


SATISFACTION 
SERVICE 


ALL LINES 








PENNSYLVANIA NEW JERSEY 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 








NEW JERSEY ENTERS AUTOMO- 
BILE FIELD ON COAST 


The New Jersey Fire has entered 
the automobile field on the Coast, and 
the Company had been admitted to 
Idaho. Business of the Company, as 
well as that of the Merchants and New 
Brunswick, that has heretofore report- 
ed to the iwast from Utah, has been 
placed under the supervision of W. W. 
Alverson, manager at San Francisco. 
Application for admission to British 
Columbia has been made by the North 
River, New Brunswick and the United 
States. 





FULTON WITH AUTO INSURANCE 
COMPANY 


The Automobile Insurance Co., of 
Hartford, announces the appointment 
of George R. Fulton as special agent 
of that Company for the Western 
Pennsylvania and West Virginia field, 
with headquarters at Pittsburgh. Mr. 
Fulton was formerly special agent for 
the Aetna and then of the Liverpool & 
London & Globe, and since 1909 has 
been special agent of the Royal Ex- 
change. 





ITHACA AGENCY DISSOLVED 


The firm of Stevens, Morgan & Co., 
of Ithaca, has been dissolved, and I. R. 
Stevens, of the firm, will continue the 
business in the future in his name. 








was 58.62, as against 55.68 in 1914. 
The average fire premium charged 
was .88413, the corresponding aver- 
age for 1914 being .88177, or a frac- 
tion of .00236 less. In this con- 
nection it should be stated that owing 
to the war conditions abroad the re- 
turns of the companies for 1915 include 
an unusually large amount of insurance 
on ammunition risks, for which a heavy 
premium is charged, the effect of this 
being to considerably increase the nor- 
mal average premium rate. 

“Including the figures of the domes- 
tic mutual companies, the aggregate 
fire insurance business done in this 
State in 1915 was as follows: Risks 
written, $1,433,315,382; cash premiums 
received, $12,600,229; contingent premi- 
ums of New Jersey mutual companies, 
$1,035,554; losses paid, $7,808,238; loss- 
es incurred, $7,59),036.” 





2 LIBERTY STREET 


SCHAEFER & SHEVLIN 

GENERAL AGENTS 
REPRESENTING 

DUBUQUE FIRE AND MARINE INSURANCE CO. 


Excellent Facilities for Handling Suburban and Out Of Town 
Phone: John agis . 


NEW YORE, BH. Y. 





WILLIAM C. SCHEIDE & CO,, Inc. 
HARTFORD, CONN. 
Re-Insurance in All Branches 








€HAS. H. POST, U. S. Mer. 





Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 





TERRITORIAL ARRANGEMENT 





Present Jurisdiction of Field Men of 
Firemen’s, Mechanics and 
Girard in East 





There has been some rearrangement 
of field men in New England, New 
York and Middle Department territo- 
ries of the Firemen’s of New Jersey, 
the Girard and the Mechanics. The 
present assignment of territory for 
these companies is as follows: 

George H. Allen—New England, for 
the Firemen’s; George W. Watt—New 
England, for the Girard and Mechan- 
ics; C. A. Baldwin—New York State 
(excluding the suburban field) for the 
Firemen’s, Girard and Mechanics; Wil- 
liam F. Russell and G. Mortimer Em- 
mons—suburban field and northern New 
Jersey, for the Firemen’s, Girard and 
Mechanics; James G. Hardie—South- 
ern New Jersey and Pennsylvania, for 
the Firemen’s; T. Magill Patterson— 
Southern New Jersey, Eastern Penn- 
sylvania, Delaware and Maryland, for 
the Girard and Mechanics; John D. 
Boniface—Western Pennsylvania and 
West Virginia, for the Girard and Me- 
chanics. 





A. K. BOUGHNER & CO. 
INSURANCE AGENCY 
Fire Automobile 
NEWARK AND VICINITY 
Brokerage Business Solicited 


38 Clinton Street 95 Williarn Street 
ewark New York 











E. T. JOHNSON’S SUDDEN DEATH 


Edward T. Johnson, special agent of 
the Automobile Insurance Co., of Hart- 
ford, for the States of Minnesota and 
Iowa, died suddenly on October 24. A 
few days prior to his death he was vis- 
ited by Home Office Manager Barden, 
of the Automobile Insurance Co., and 
seemed to be enjoying the best of 
health. ‘Mr. Johnson was _ popular 
among the special agents in his terri- 
tory and the news of his death will be 
received with regret. 





SEVEN OUT OF EIGHTEEN 


It was reported that since the war 
started there have been seven fires in 
the eighteen new plants which have 
started operations in New Jersey for 
the manufacture of synthetic dyes. 





Fire Rent 





Automobile 


earned position in the front rank of fire insurance. 
ing with both agent and assured is undisputed. 


HOME OFFICE .- 


AMERICAN EAGLE FIRE INSURANCE CO. 


OF NEW YORK 
HENRY EVANS, President. 


Tornado 


Sprinkler Leakage 


The American Eagle—An American Institution 


80 MAIDEN LANE_ .- 


Use and Occupancy 


The American Eagle, succeeding the Fidelity Underwriters, which was established in 1910, maintains a well 
Its management is most efficient and its record of square deal- 


NEW YORK 














November 10, 1916. 


THE EASTERN UNDERWRITER 


13 





Alfred M. Best Discusses 


Mutual Companies 


TALK MADE AT READING, PA. 





Publisher of Insurance Reports Says 
Much Competition Against Them 
is Unfair 
A paper read by Alfred M. Best, pub- 
licsher of “Best’s Insurance Reports,” 
before the convention of the National 
Mutual Insurance Association, which 
convened recently in Reading, Pa., has 
attracted a great deal of attention. 

Transcript of Speech 

The Eastern Underwriter has re- 
ceived a stenographic report of Mr. 
Best’s address, which was entitled “Un- 
fair Competition,” and which is printed 
in part herewith: 

“IT intend to speak to you about cer- 
tain unfair competition against mutual 
business which has come to my ob- 
servation. Some one has said here that 
the bad man doesn’t look nearly so 
bad when you get close enough to look 
him over, and I think myself this unfair 
competition is the result of ignorance, 
rather than malice. While it is not 
so bad as it was a few years ago it is 
still bad enough and an effort should 
be made to overcome it. The reason 
for hostility is found in the steady ex- 
tension of the mutual principle to 
new fields. It seems to me _ that 
the class mutuals are growing very 
satisfactorily, the factory mutuals are 
holding their own, and the farm mu- 
tuals are all in a healthy condition. It 
is possible now to get mutual insur- 
ance on automobiles, for instance, for 
full coverage, when it was not possible 
a few years ago. Naturally, this com- 
petition draws attention of the stock 
company interests to ourselves. 


A Mutual to Insure Standing Timber 

“IT was interested the other day when 
there was submitted to me the plans 
of an inter-insurance concern to insure 
standing timber, to enable the small 
owner to make his ownership a bank- 
ing asset. The big owner bonds his 
timber. The small man as a rule is 
land poor and the banks are afraid to 
lend him any money on the security 
of his timber-lands. The thing is 
really being worked out now by a gen- 
tleman who has made a study of the 
subject, They have a lot of statistics 
showing what the loss is on standing 
timber covering a good many States, 
and a good many years. That would 
not result in competition to stock com- 
panies, for they do not insure stock 
timber, but it illustrates the spreading 
of the mutual idea. 


A Compensation Prophesy 

“Your growth is bound to proceed, 
yet some people would try to prevent 
that growth by petty attacks on agents. 
Again, another thing that is striking 
in showing the spread of mutual idea 
is the development of mutual work- 
men’s compensation insurance. In a 
dozen years I think mutual companies 
will have it all. I do not believe the 
stock companies are going to be able 
to hold the business. 

“IT thought you might be interested 
in knowing some of the things that 
have come under my own observation 





which constitute unfair competition. I 
have in mind one active member of 
this association who has a company on 
the Pacific Coast. His company was 
attacked and I do not believe I ever 
saw a more persistent and discredi- 
table attack made on any solvent in- 
stitution. It was evidently urged on 
b- stock companies’ interests, and 
articles were printed in an insurance 
journal published out there. I was 
drawn into it because I had made 
favorable reports on the company. I 
was accused of falsifying the reports. 
There was a great row, but it did not 
get anywhere; the company is stronger 
than ever. Every once in a while that 
journal breaks out again. I suppose 
the gentleman feels a little bilious— 
and tries to injure the company with- 
out success. 
Mutuals That Fail 

“Time and again I have agents write 
to me for lists of mutual companies 
that have failed, and I have always con- 
sistently refused to furnish them. They 
do not mean anything and we wouldn’t 
give them, but you would be surprised 
if you could see how persistent is the 
effort to get something to be used in 
an attack against mutual insurance. I 
will say this for the people who try 
to get such information; that when 
they are finally convinced that the 
companies are sound as a rule they 
make amends in one way or another. 

“There were also frequent attacks 
on big mill mutuals. One man in Cin- 
cinnati made determined attacks fol- 
lowing the big fire in Salem, Mass., 
trying to show that the mill mutuals 
were crippled by the loss, and that the 
cost of insurance in those companies 
would be greatly increased; but it 
made no difference—it really made a 
difference of only a few points in the 
loss ratio for the ten-year period. 

“Again, within the last few days, I 
have had a number of people inquir- 
ing about a company here in Pennsyl- 
vania, in connection with this Black 
Tom disaster. They wrote to me and 
stated they knew the company was 
about to fail. I told them I didn’t know 
how much it had lost; that we would 
find out; but as to their failing, it was 
absurd. One of the men that asked 
the question was at the head of one 
of the largest insurance companies in 
the world. He was big enough when 
he found out he was wrong to write 
back to the agent whose question had 
started the inquiry that he had just 
as well forget it. 

“Again, 1 recall a broker in New 
York City who asked for a report on 
a mutual company. He sent it back— 
said it wasn’t what he wanted, that 
it was no good to him. It gave the 
facts about the company. 

“It seems to me if your publicity 
committee would become even more 
active than it has been and keep what 
you are doing before the legislators 
and insurance commissioners, and the 
daily press, it would in a very short 
time do away with what remains of 
this spirit of antagonism. Editors wel- 
come authoritative information on any 
subject. There come to my desk in- 
numerable pamphlets telling what is 
being done and going to be done about 
all sorts of things; and “~ am glad to 
read them and to know what is going 
on in the world. 

“I am very glad of the opportunity 





Capital Stock, All Cash 


serve, Legal Standard 


H. A. Smith, President 
G. H. Tryon, Secretary 
F. D. Layton, Ass’t Sec’y 





National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1916, to New York Insurance Department 
LIABILITIES 


weer 


Funds Reserve to Meet All Liabilities, ‘Re-Insurance "Re- 


Unsettled Losses and Other Ciaims....... 
Total assets January 1, 1916.. ....... $16,225,894.46 


S. T. Maxwell, Ass’t Sec’y 
C. S. Langdon, Ass’t Sec’y od 
E. E. Pike, Ass’t Sec’y 


SURPLUS TO POLICY HOLDERS, -_ - 


00 
9410,306.91 
+ 3,387,090.69 
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Fire Inmsumance Co 
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ency, service, and integrity of purpose, 
If you wish to learn the distinct advan- 
tages in representing the NATIONAL 
_ UNION communicate with the Home 
Office or with our Special Agent in your 
territory. He is employed to extend a 
dual service. He is authorized to offer 
desirable Agents services and facilities ~ 
which have been the backbone of the 
support and co-operation of a 
Agency force. He will tell you that 
the large patronage of the NATIONAL ~~ 
UNION is the result of equitable treat- = 
ment, consistent policy, courteous and expeditious ition” 
all matters entrusted to the Company’s care. When you repre- ~ 
_Sent the NATIONAL UNION you get “Service that Satisfies” and — 
“Insurance that Protects.” The Company that helps its Agents — 
most is the Company that most Agents represent. | 
representing the NATIONAL UNION every day. Are YOU o1 
(The more we claim iu our advertising the more must we 
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LONG EXPERIENCE AS ADJUSTER 


MILLARD 46 YEARS WITH CONTI- 
NENTAL 








E. F. Nourse Joined Company Same 
Year—Terms of Service of Others 
at Home Office 





Frank R. Millard, secretary of the 
Continental and general adjuster, has 
been with that Company for forty-six 
years. After spending two years in 
college, one year in the Clark Semin- 
ary and some time in a law office he 
was approached by a friend, Jacob 
Cost, of the Continental, who asked 
him if he wouldn’t come over to the 
insurance company’s office and help out 
temporarily. At the time the office con- 
sisted of a farm department only. 

This was the end of Mr. Millard’s le- 








of seeing you again. I want to give you 
two ideas. The unfair competition still 
exists, but the way to kill it is to lay a 
simple statement of the facts of what 
you are doing before the people. As 
Mark T. McKee says: ‘The average 
legislator is ignorant on the subject 
of insurance and needs to be educated, 
and you people can do it.’” 


gal career. ‘Starting in the farm de- 
partment as a clerk, he was soon sent 
to Michigan to assist special agent John 
Murray; next, he took up the adjust- 
ment of farm losses in the Wolverine 
State, and then, recording losses. Lat- 
er, he became a special adjuster trav- 
eling through the Middle West. 

The same year that Mr. Millard 
joined the Continental in Chicago E. F. 
Nourse went to work for the Company 
in New York City. 

Terms of Service 

The years of service of some other 
men at the home office follow: 

Henry Evans, president, 38 years; 
George E. Kline, vice-president, 37 
years; J. E. Lopez, second vice-presi- 
dent, 22 years; J. A. Swinnerton, secre- 
tary, 34 years; Ernest Sturm, secre- 
tary, 24 years; F. W. Kent, manager 
local department, 38 years; Arthur W. 
Cooper, manager supply department, 32 
years; William McCourt, Jr., manager 
post office department, 27 years; Ed- 
ward H. Peck, city inspector, 36 years; 
Melvin Titus, secretary to president, 34 
years; Walter Adams; local depart- 
ment, 32 years; Edward F. Cook, local 
department, 34 years; Augustus D. Ri- 
ley, city inspector, 26 years; William 
Johnstone, loss department, 31 years; 
Henry A. Nelson, accounts department, 
41 years. 








Authorized Capital $500,000 


Brirnit National Hire 
Insurance Co. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 
AGENCY CONNECTIONS SOLICITED 
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BROKERS ACTIVITIES 








$70,000,000 INSURANCE 





Held to Protect Buildings Mortgaged 
to the Equitable Life Assurance 
Society 





The fire insurance held to protect 
buildings mortgaged to the Equitable 
Life Assurance Society amounted on 
June 30, 1916, to $70,000,000, approxi- 
mately, distributed in more than two 
hundred companies. 

Regarding the number of companies 
carrying the insurance the Equitable 
says: “The Society distributes the risk 
among the various companies so that 
a single company, or a few companies, 
shall not carry all of the risk in any 
congested area. The selection of the 
companies tends to provide the highest 
grade of security and a proper distri- 
bution of liability, both of which are 
vital factors.” 

* * * 
Covering Shipments from the Orient 

The insurance certificate that is is- 
sued to Thos. Cook & Son, the tourist 
agency, to cover a shipment sent to 
America in their care, by a tourist who 
has been shopping in the Orient fol- 
lows: 

Office, Yokohama, Date Aug. 29, 1916. 

The undersigned is entitled to the 
benefit of a policy or policies already 
effected to cover the goods enumerated 
herein, subject to the conditions on the 
back hereof and/or special endorsement 
hereon, which are accepted and agreed 
to by the undersigned. The insurance 
is effected on account of the holder of 
this certificate, and Thos. Cook & Son 
undertake no personal liability what- 
ever in respect thereof or of any claim 
thereunder, but will if required deliver 
to the insured a separate stamped 
Lloyd’s policy in exchange for this cer- 
tificate. 

In the event of a claim arising under 
this insurance Thos. Cook & Son will 
be prepared to put same forward, and 
full particulars showing the cause, na- 
ture and extent of the damage or loss 
should be sent immediately to their 
nearest agent. 

Name (of the assured) here inserted. 
£8 Per 8S. S. “City of Naples.” 
From Yokohama to New York, U. §&. A. 
Particulars, as per declaration—One 
case curios. 

(Excluding breakage and war risks.) 
Premium 20 shillings. 
Conditions of Insurance 
This insurance does not include:— 

(1) War risks, civil commotion, or 
consequences arising therefrom. 

(2) Breakage or damage to china, 
glass, furniture, pictures (with or with- 
out glass), porcelain, marble, mosaics, 
musical instruments, statuary, clocks, 
ivory and wood carvings, curios of ev- 
ery description, sewing machines, type- 
writers and such like fragile articles, 
unless packed in separate packages by 
professional expert packers, approved 
of by Lloyd’s Underwriters, and a spe- 
cial premium paid thereon. 

(3) Loss of or damage to jewelry, 
trinkets, watches, gold or silver arti- 
cles, cash, bank notes, securities of 
any description, valuable pictures, when 
placed in baggage. 

(4) Loss of or damage to field or op- 
era glasses, valuable laces and furs, and 
articles of an exceptional nature or val- 
ue, unless specially specified and sepa- 
rately valued. 

(5) It is an essential condition of 
this insurance that the baggage or 
goods be insured for the full value, 
each package being separately valued. 
In the event of the loss of a portion of 
the contents of any package underin- 
sured the same will be paid for in pro- 
portion to the amount jnsured. 

Notice 

This certificate is not a receipt for 

packages received nor for the premi- 


um, but only for the insurance of cer- 
tain packages which may or may not 
be already in the possession of Thos. 
Cook & Son. 


* * * 


Theatrical Floater Written 


Two of the fire companies this week 
wrote a theatrical floater covering the 
scenery, costumes and effects of the 
Metropolitan Opera Co., to the extent 
of $400,000, with a limit of $150,000 at 
any one location. The policies were 
for $200,000 each and covered in the 
United States and Canada. ‘William F. 
Friedeborn, of Bagot & Co., placed this 


insurance. 
ok * e 


Deutschland Cargo Placed 


Considerable insurance was offered 
and placed on William street this week 
covering the cargo of dyes which was 
brought from Germany on the submar- 
ine Deutschland. The policies were 


written at comparatively low rates and, 


cecvered on the dyestuffs now on piers 
and in bonded warehouses. 





WHEN LAND CHANGES OWNER- 
SHIP 





Two Interesting Fire Insurance Decis- 
ions—Reserving Lien to Secure 
Part of Purchase Money 





A policy against fire and lightning by 
its terms was to become “void” if, 
among other things, “the interest of 
the assured be or become other than 
the entire, unconditional, unencum- 
bered and sole ownership of the prop- 
erty.” The assured sold the property 
reserving a lien to secure part of the 
purchase money, and assigned the poli- 
cy to the vendee with the consent of 
the insurance company. The company 
had no notice of this reserved vendor’s 
lien. The property was afterwards de- 
stroyed by lightning. The Texas Court 
of Civil Appeals, J. G. Wright v. Hart- 
ford Fire Insurance Co. (1909) 54 Tex. 
Civ. App. 6, held that the existence of 
the lien on the property at the time it 
was destroyed invalidated the policy. 

A vendee under a land contract was 
insured against fire by a policy pro- 
viding that all the rights of the insured 
under it should be forfeited if the in- 
sured encumbered the property in- 
volved, subsequent to the application 
for a policy, without notice thereof to 
the insurance company. Thereafter 
the fee was conveyed by the vendor, 
and a new contract made between the 
vendee and the new owner of the fee, 
which called for the payment of the 
unpaid purchase money, back taxes, 
and unpaid interest. Subsequently, by 
agreement between the vendee, the 
new owner of the fee, and a third per- 
son, the second land contract was sur- 
rendered, and a new land contract 
was made whereby the land was con- 
tracted to be conveyed and the policy 
assigned to the third person. In an ac- 
tion by the third person on the policy 
the Wisconsin Supreme Court found, 
Hogue v. Farmers’ Mutual Fire Insur- 
ance Co., of Sparta, (1903) 116 Wis. 
656, that this was done to secure a 
debt owing from the vendee to the 
plaintiff, and held that the transactions 
amounted to an encumbrance of the 
property, and rendered the policy void. 





ADAMS JOINS NEW FIRM 


H. G. Adams, recently of Frank B. 
Hall & Co., has joined the recently 
formed firm of Henry E. Otto & Co. 
Henry E. Otto and B. W. Wichel, who 
compose the firm, were also formerly 
with Frank B. Hall & Co. respectively 
as solicitor and placer. 





ERRICKSON TO MOVE 


Walter F. Errickson will move his 
agency tomorrow to larger offices on 
the same floor of 95 William street as 
that on which he has been located for 
the past several years. 


Ask Companies to 
Confer on Commissions 
(Continued from page 1.) 


their cause is just, by inviting their 
agents into conference, or postponing 
action long enough to have it thor- 
Oughly digested by agents and consid- 
ered by them in consultation with each 
other. 

“We do not believe that companies 


as a whole care to pursue a course 
which will endanger good relations with 
their agents the country over. If they 
do not wish to write unprotected dwell- 
ings at the present rates or commis- 
sions, it is their privilege to reject 
them. But surely no principle is sacri- 
ficed by a conference between agents 
and companies to consider the alleged 
unprofitableness of this class, and haw 
it shall be remedied.” 
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OF THE WORLD 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 

ANOVER is an absolute assurance of 
the security of its policy. 


R, EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
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HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE, CO., Pittsburgh, Pa. 
CAPITAL FIRE INSURANCE CO., Concord, N. H. 


NEW YORK STATE DEPARTMENT 





PERCY B. DUTTON, Manager, Rochester, N. Y. 











““STRONG AS THE STRONGEST’’ 


The Northern Assurance Go. 
(LTD., OF LONDON) 
Organized 1836 
Entered United States 1854 
Losses Paid - - $102,000,000 
Losses Paid in U. S. - $36,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 





WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


(Fire, Tornado, Ocean Marine 
and Inland Marine Insurance) 
UNITED STATES BRANCH 

—_ January 1, 1916 $ 

WMD a cddasetisecwacsvcesseeeed 2 815. 
Surplus in United States...... rete 
Total Losses Paid in United 
1874 to 1915, 


States From : 
Inclusive 40,654,747.02 
W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 

















Insurance Company 
WASHING 
ROBERT J. WYNNE, President 


NET SURPLUS, $377,447 





First National Fire 


Statement January 1, 1916 
CAPITAL, $912,502 
RESERVE FOR ALL OTHER LIABILITIES, $523,785 


of the United States 


TON, D. C. 
JOHN E. SMITH, Secretary 


ASSETS, $1,813,734 








FIRE ASSOCIATION 


Organized 1817 Incorporated 1820 
Cash Capital $750,000 


E. OC. IRWIN, President T 
. " G. GARRIGUES. 





Office: Company’s Building, 407-409 Walnut St. 


J B, CONDERMAN, Vice-President ¢ 
» pec. an 
KELLY, Jr., Asst. Sec. and Treas. 
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PHILADELPHIA F 






Charter Perpetual 
Assets $9,091,141 
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Discuss Hazards Found 
in Motor Water Craft 


AGITATION FOR TANKS EQUIPPED 
TO STOP EXPLOSIONS 





How Situation Looks to Fire Preven- 
tion Experts in Safety First 
Federation 





An interesting discussion about mo- 
tor boat hazards took place at a recent 
meeting of the Fire Prevention Com- 
mittee of the Safety First Federation 
of America. Those who participated 
in the talk were Captain C. Albert 
Gasser, Inspector of Combustibles and 
Fire Risks, Newark; William Guerin, 
chairman of Fire Prevention Commit- 
tee of the Safety First Federations of 
America; Walter Nicholson, Director 
of Public Safety, Syracuse; Frederick 
H. Elliott, executive secretary, Safety 
First Federation of America. The dis- 
cussion follows: 

Chairman Guerin: Attention has been 
directed to the fact that in the House 
of Representatives, on February 17, 
1916, Bill No. 11715, 64th Congress, 
first session, was introduced by Repre- 
sentative Gallivan. It was referred to 
the Committee on Merchant Marine 
and Fisheries and ordered printed. It 
is a brief bill and seems to me one 
that this committee should take cog- 
nizance of. It deals with motor boats. 
Motor boats come under the jurisdic- 
tion of the United States Government 
more particularly than local regula- 
tions. When they are tied up to a 
dock, they become part of the commun- 
ity, but when they are in navigable 
waters they are under the control and 
regulation of the United States Gov- 
ernment. The bill reads as follows: 

Be it enacted by the Senate and 

House of Representatives of the 

United States of America in Con- 

gress assembled, That section 6 

of the Act of June 9, 1910, chapter 

268, Statutes at Large, volume 36, 

page 463, be amended by adding 

“and shall have its tanks equipped 

with a device to prevent explo- 

sions.” A fine not exceeding $100 
shall be imposed for any viola- 
tion of this act. 

The act which it amends refers to 
boats generally, vessels in navigable 
waters, and particularly to motor 
boats. It seems that many of these 
motor boats have tanks which are not 
protected in any way to prevent ex- 
plosions. They are designed in such 
a way that if a fire should occur in 
the vicinity of the tank it would almost 
certainly explode. There are several 
ways in which this may be overcome. 
By fusible plugs, which would permit 
the proper melting instead of having 
an explosion; naturally, it would still 
continue to burn, but you would over- 
come the danger of an explosion, and 
it seems that it was a very good addi- 
tion to that law. It is presented to 
the committee to decide whether the 
Federation ought to publicly endorse 
that amendment or not. 

Mr. Nicholson: It seems to me, Mr. 
Chairman, that it is too indefinite— 
“with a device to prevent explosion.” 
What kind of a device am I going to 
put on the tank that will prevent ex- 
plosion? 

Capt. Gasser: A fusible plug will do 
that. 

Mr. Nicholson: You may have a good 
many fires on a motor boat that 
wouldn’t reach the vicinity of the stor- 
age tank. Now a method that is al- 
most universally employed—I have 
never seen any motor boat tank with- 


out it—is a little vent in the filling 
plug, which is supposed to prevent the 
accumulation of a mixture of gas and 
air that would be explosive. 

Chairman Guerin: That is practical- 
ly the same principle of a fusible plug, 
only instead of being in, it is out. 
There are many of the motor boats 
that are not so equipped. For, in- 
stance, if the vent was small, it would 
not prevent an explosion. 

(Mr. Nicholson: No, I do not know 
that it would, but I just stated that as 
an indication of the difficulties you are 
going to encounter on so indefinite a 
specification. Who is going to deter- 
mine whether a device is suitable? 

Chairman Guerin: It must be ap- 
proved by the Board of Steamboat In- 
spectors. 

In Boat Which Caught Fire 

Mr. Elliott: I believe that our organ- 
ization should go on record in favor of 
this bill. The builders of motor boats 
are fighting it. Why can’t it take ef- 
fect in a year or so? Last year I was 
out with some friends in a $6,000 speed 
boat, and just as the craft got under 
motion there was a back-fire in the car- 
buretor and the boat caught fire. We 
did not know until after we had landea 
safely that the boat had two 25-gallon 
tanks filled to the top. If it hadn’t 
been for the Pyrene fire extinguisher 
we would have lost our lives. 

Capt. Gasser: I think that hits the 
point. It has to be made indefinite or 
you won’t get it past the House. It 
will be effective, because we have it 
on land. The government supervisor 
will say that this tank isn’t equipped 
properly; it is a serious explosive haz- 
ard. Go and fix it. He will get a 
fusible plug or put a screen on, so that 
it can be approved as a non-explosive 
can. 

Mr. Elliott: Does this give any par- 
ticular manufacturer any device con- 
trol? 

Capt. Gasser: 
manufacturers. 
Fusible Plugs in Aeroplanes 
Mr. Elliott: I understand they are 
compelled to use fusible plugs on the 
government aeroplanes so as to stop 

them from catching fire. 

Chairman Guerin: The reason I like 
this expression is this: We don’t care 
how they do it. There are numerous 
ways in which it can be done, but it 
should be done. 

Mr. Nicholson: I am not opposed to 
the idea at all. I think it is going to 
promote safety, which is the very thing 


No, there are several 


‘that this Federation would want to go 


into. 

Chairman Guerin: It seems to me 
that the field of the motor boat has 
not been covered. Municipalities are 
very alert to take care of their cwn 
interests. 

Mr. Nicholson: But the motor boat 
has been left to the U. S. Government 
to regulate and I am sorry to say that 
things on the water, fire prevention 
and fire protection, have not received 
the same attention as they do on land. 

Chairman Guerin: It seems that this 
sentence, “and shall have its tanks 
equipped with a device to prevent ex- 
plosions,” puts us on record as cover- 
ing a very serious situation in the mat- 
ter of these motor boats. The means 
by which this end can be accomplished 
are so numerous and so simple that it 
is up to the inspector to see that it is 
done. 

Captain Gasser: ._I move you, Mr. 
Chairman, that this committee recom- 
mend to the Safety First Federation 
the endorsement of this proposed act. 

Captain Broderick: I second the mo- 
tion. 

Upon a vote being taken, the motion 
was duly carried. 


Morrison Map Co. 
Replies to Criticisms 





SAYS CARD SYSTEM WILL BE 
TRIED AT ITS OWN COST 





Presents Case to Companies Individu- 
ally for Bureau to Publish 
Maps at Cost 





The Morrison Map Co., of Seattle, 
which is seeking to displace the maps 
of the Sanborn Company by the Morri- 
son System of units or cards, has issued 
a statement to the companies answer- 
ing criticisms that have been made of 
the Morrison System. The statement 
says that sufficient interest has been 
aroused among managers in insurance 
circles where its system has been 
shown in the East and among the 
managers on the Pacific Coast to war- 
rant presenting the matter to the com- 
panies individually with the purpose 
of forming an organization for the pub- 
lication of maps on the Morrison plan 
at cost to members. The statement 
reviews the discussion between the 
Sanborn and Morrison companies to 
date and the report of the companies’ 
committee made in August, which re- 
port, the statement says, “has been re- 
ceived favorably by a large number of 
companies and the contemplated bu- 
reau is shortly to be formed.” 


Talks of Sanborn Dividends 

One of the interesting comments in 
the Morrison statement to companies 
discusses dividends of the Sanborn 
Map Co. and follows: 

“It is not our purpose or within our 
province to criticise the Sanborn Map 
Co. on its capitalization or earnings. 
Neither do we understand the Sanborn 
Company to plead that their business 
is not without profit. It is sufficient to 
call attention simply to the fact that 
as it manufactures an article that is 
practically non-perishable in a fireproof 
sprinklered plant and sells the entire 
output to the best paying clientele in 
the world, there should be little depre- 
ciation and no bad accounts. Stock or 
special dividends have been declared 
from time to time in addition to the 
regular yearly cash dividends, as 
quoted below, from information be- 
lieved to be reliable: May, 1910, $250,- 
000; February, 1903, $200,000; April, 
1910, $400,000. 


AGENTS SHOULD NOT BE SEL- 
FISH, SAYS AMSDEN 








Makes Plea for Local Agents’ Asso- 
ciations—Doesn’t Regret Time He 
Spent in Work 





The Eastern Underwriter has re- 
ceived an interesting letter from Gil- 
bert T. Amsden, of Rochester, com- 
menting upon the remarks made by 
Warren E. Day, of Syracuse, that many 
important agencies do not belong to lo- 
cal agency associations. Mr. Amsden 
probably is in a position to know as 
much about the workings of agency as- 
sociations as any man in this State, in 
view of the fact that he has been presi- 
dent of the Fire Agents’ Association 
(which also takes in casualty men) and 
is now president of the Insurance Fed- 


eration of the State. Here is what he 
says: 
Editor The Eastern Underwriter: 

I am very much interested in the 
editorial in the issue of October 27 and 
also the article emanating from Warren 
E. Day, of the Warren E. Day Co., Sy- 
racuse, N. Y. 

I have been interested in association 
work for a number of years and have 
found that there are always some 
agents who are willing to let their fel- 
low-agents do the work and pay the 
cost of improving conditions of our 
business. There are some important 
fire insurance agencies, and large onés, 
which do not ‘belong to the State Asso- 
ciation, but it is almost impossible to 
persuade everybody to see things in 
the right light. Furthermore, some of 
the larger agencies feel they can go it 
alone and take conditions as they are, 
but I believe that any insurance agent 
who will give the matter careful 
thought, and not alone think of him- 
self but of his fellow-agents, will con- 
clude that conditions of his business 
can be very much more quickly im- 
proved through an organization than 
through the individual agent. 


Has Accomplished a Great Deal 

The State Association of Local Fire 
Insurance Agents has accomplished a 
great deal when one looks back over 
a period of years, and will accomplish 
more in the future, I believe. It does 
not necessarily mean that these accom- 
plishments will add five dollars to any 
certain agent in New York State, but 
they certainly improve the conditions 
of the business and make it easier for 
the agent to do it. 

A few remarks would not be out of 
the way from one who has served as 
an officer of most of the agents’ organ- 
izations in this ‘State. The officers of 
the associations do their work without 
compensation and solely for the assist- 
ance of the association’s members. I 
have found that there have been a num- 
ber of agents in New York State who 
are always willing to answer the call 
for assistance, but by far the larger 
number either have not the time or do 
not care to spend any money to assist 
the officers in their work, and, still, 
while the work is thankless in many 
ways, I wouldn’t refuse to work for 
any agents’ association if I could see 
that some good would be accomplished. 

There isn’t any question but that if 
every agent would help in some way, 
either by joining the association and 
paying his fees or doing some work, 
great results could be accomplished, 
but still there is nothing else for those 
who are interested in the association 
work to do but do the best they can, 
and I can only hope that more agents 
each year will see their way clear to 
push the good work along. 

G. T. AMSDEN. 





FAVORS COMPANY FOR LONDON 


M. M. Pearce, a British under- 
writer, in New York City this week, 
was quoted by the New York “Herald” 
on Thursday as advising American un- 
derwriters to form a large company in 
London for the purpose of taking care 
of marine insurance business. 


J. C. KIRKLAND DEAD 
John C. Kirkland, for years a director 
in the Firemen’s of Newark and inter- 
ested in several other insurance com- 


panies, died at his home in Bast Or- 
ange last Friday. He was 71 years 
old. 





Macomber & Co. were appointed gen- 
eral marine agents of the First Nation- 
al Fire of Washington this week. 
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WALTER F. ERRICKSON 


Newark and Suburban New Jersey Agency 
TELEPHONE 8266 MARKET — 


SPECIAL FACILITIES FOR OUT-OF-TOWN BUSINESS 


NEWARK, NEW JERSEY 





220 BROADWAY 





BLAU, FREEDMAN & GENIS 


Tel. Cortland 3203 & 4 


Exceptional Facilities for Placing Business in New 
York City for Out-of-Town Brokers and Agents 
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National Board on How 
to Report Writings 


ALL WRITINGS TO BE REDUCED 
TO ONE-YEAR BASIS 








Calculation of Long and Short Terms— 
Accurate Estimates of Loss 
Cost 


The National Board of Fire Under- 
writers has advised companies regard- 
ing its plan for reporting writings to 
the Actuarial Bureau. The National 
Board’s circular follows: 


Report of Writings 

This subject has engaged the atten- 
tion of the committee at several meet- 
ings, and it has been decided that as 
companies have not had an opportuni- 
ty to make any special provision for 
reporting their 1916 writings, nothing 
will be called for as to that year ex- 
cept the total of the amount written 
in the policies and the amount can- 
celed, for each class and subdivision. 
Blanks for this purpose are now in 
course of preparation and will be fur- 
nished to companies at an early date, 
or, the National Board will furnish 
punch cards to all companies having 
punching machines. These cards to 
be punched and sent to the Bureau in 
place of a written bordereau. 

Inasmuch as the loss cost of given 
class or subdivision cannot be arrived 
at except by reducing all writings to a 
one year basis, companies are advised 
that beginning with January 1, 1917, it 
will be necessary to make provision 
for reporting their writings to the Bur- 
eau under one of the following plans: 


1. Report insured amounts as stated 
in policies for each class and subdivi- 
sion, showing the actual term for which 
insurance is written ($ for one year, 
$ for three years, $ for five years, 
etc.). Policies written for broken 
terms but exceeding one year may be 
provided for by including the amounts 
thereof with the figures for the next 
highest full year. 

2. A company may itself commute all 
long term writings to a one year basis 
by multiplying amount insured by the 
number of months for which the poli- 
cies are written and dividing by 12, 
and report writings for each class and 
subdivision as thus adjusted to a one 
year basis. 

For example: 

$1,000 policy written for 3 years. 

$1,000 multiplied by 36, divided by 
12, equals $3,000, which is the 
“amount written” to be re- 
ported. 


As the commutation of short term 
writings might involve a separate cal- 
culation for each period of days less 
than 365, making a maximum of 364 
terms, the Committee are of the opin- 
ion that the labor involved would not 
be justified by the result, and it is, 
therefore, suggested that all short term 
writings be reported as one year term. 
Methods for commuting cancellations 
for 1917 and subsequent years will be 
transmitted later. 

Perpetual Policies. The insurance in 
force under such policies should be re- 
ported as writings, separate amounts 


COMMUNITY FUND A FAILURE 


COMMENT OF ELIZABETH PAPER 





Cites Wisconsin’s Experiment to Show 
Plan is Not Feasible and Gives 
Reasons 





A warning as to the Elizabeth mu- 
nicipal fire insurance fund has been 
given by the “Elizabeth Journal” (N. 
J.), which has pointed out the weak- 
resses of the plan from time to time 
since it began operations last July. 
The following editorial in that paper 
cites the Wisconsin State Fund to show 
that community funds are a failure: 

“The State of Wisconsin has just 
passed through an experience that 
shows how very hazardous is the ex- 
periment of community fire insurance. 
Wisconsin is one of the very few States 
that has attempted to underwrite the 
insurance coverage of its own property: 
The result has been a costly failure. 

“The experiment was begun thirteen 
years ago. The State Insurance Fund, 
so-called, is now in bankruptcy. The 
State has heavy fire losses it cannot 
meet. It is also carrying $42,990,749 in 
risks on its property and has nothing 
on hand to meet the liability. 


“The State Insurance Fund had been 
iraugurated, as such community insur- 
ance funds are usually begun, by bor- 
rowing money from the State treasury. 
This capital reserve fund was in- 
creased, of course, by the collection of 
premiums assessed on the insurance 
the State carried on its own property. 


» But unexpected fire losses occurred. A 


State Normal School and other prop- 
erty went up in smoke. The loss of 
the school amounted to $130,000, and 
to settle it wiped out the premium 
reserve fund and created a deficit. 
Other losses occurred until the deficit, 
‘na spite of the regular premium collec- 
tions, amounted to $11,231.46. Re- 
cently a $25,000 fire loss was sustained 
at the State University, increasing the 
deficit ‘by that amount. Bankruptcy 
ensued. 

‘Wisconsin has learned that the busi- 
ness of insurance does not consist en- 
tirely in levying and collecting pre- 
miums. Losses come often and unex- 
pectedly.” 








being given for each class and sub- 
division. 

The Actuarial Bureau should be par- 
ticularly advised by each company 
which of the plans above specified 
will be followed in reporting writings. 

The Bureau will harmonize the re- 
turns for each year so as to bring all 
writings to a one year basis, to the 
end that loss costs or burning rates 
for each class, when determined from 
writings and losses, may be related to 
a fixed unit, that is, $100 at risk for a 
period of one year. 

The importance of correct reporting 
of writings according to either of the 
plans stated will be readily perceived. 

It is of equal importance that every 
loss should be reported fully and cor- 
rectly and without exception, for the 
reason that any omission will reduce 
the loss cost. 

E. MALLALIEU, 
General Manager. 



























LIABILITIES, $2,585,923.98 


INCORPORATED 1794 


“=INsuRANGe COMPANY 
STATE: OF PENNSYLVANIA, 


308 & 310 WALNUT ST., PHILADELPHIA, PA. 
CASH CAPITAL, $1,000,000.00 


SURPLUS TO POLICY HOLDERS, $1,426,420.70 
AGENTS WANTED WHERE NOT REPRESENTED 


ee 






ASSETS, $4,012,344.68 









“The Leading Fire Insurance Company 
in America 


WM. B. CLARK, President 








ARTNA INSURANCE COMPANY 


Aetna Fire Underwriters Agency 
of Aetna Insurance Co. 


Application For Agencies Invited 








BUTLER EXPLAINS HIS METHODS 


PERSONAL TOUCH WITH CLIENTS 





Successful Connecticut Agent Gives 
Views on Advertising and Co- 
operation of Co’s and Agents 





In Middletown, Conn., Dale D. Butler, 
president of Butler’s Insurance Office, 
Inc., has attracted a great deal of atten- 
tion by original methods. He has a 
great deal of personality which he in- 
jects into his business. Asked to ex- 
plain his views on advertising, his 
methods, and his opinion of agency as- 
sociations, Mr. Butler said to The 
Eastern Underwriter: 

“My history as far as the insurance 
Lusiness is concerned, is brief and a 
simple matter. Fate placed me in busi- 
ness in this city as a local agent 29 
years ago, and I have striven to be 
something more than an ordinary in- 
surance agent, and, favored by friends 
and good fortune, I am the owner of 
what might be considered a nice busi- 
ness, which constantly has my personal 
attention. 


Avoids the Hackneyed 

“With reference to my advertising 
methods, to which you kindly refer and 
on which you make favorable comment, 
I think perhaps someone has been alto- 
gether too enthusiastic. I cannot say 
that I have any particular ‘method.’ It 
may be unusual, possibly clever, but it 
is not an exact science, and I shall 
probably do some more of it tomorrow 
or next day, but cannot tell you how I 
go about it. Perhaps it might be par- 
tially expressed by saying that, avoid- 
ing the point of ridicule, I try to get 
the eye and ear of the public in some 
unusual way. I steal other people’s 
ideas when I can use them, and while 
scmetimes depending entirely on Origi- 
nality, if, indeed, there is such a thing, 
I more frequently adapt to my uses 
things which catch my eye, in such a 
way that I can make them useful. 

“The only thing that bothers me is 
that the limitation in my field does not 
permit me to expend more thought, 
time and money in advertising, which, 
as a work, is my choice next to that 
o* the insurance business. I might say 
that I always avoid using hackneyed 
expressions and commonplace methods» 
and try to reach my audience in such 
a way that they will not only listen but 
remember sufficiently long so _ that 
when the subject of buying insurance 
comes before them they will immedi- 
ately give ‘Butler’ the first thought. 

“IT enclose one of my annual circu- 
lars, from which you will note that I 


run my business in the form of a cor- 
poration, which does not mean much, 
but it gives to my public a feeling that 
it is identified with something stable 
and permanent. 


“We try to keep in personal touch 
with all of our clients and use more 
effort to hold and take care of the busi- 
ness on our books than to seek new 
business which is likely to be more or 
less transient in its nature. We use 
besides newspaper advertising, which 
is done largely in the form of local 
readers, a large number of calendars, 
choosing special designs of high qual- 
ity, with a limited amount of advertis- 
ing matter thereon, with direct presen- 
tation of same when possible. That is 
about the whole story. 


“To revert once more to the subject 
of relations between companies and 
agents, I believe that the present atti- 
tude of the public toward insurance is 
such that their confidence can only be 
retained when we co-operate; in other 
words—cease any inclination to be 
fighting among ourselves. The associa- 
tion of companies and the association 
of agents have a good cause, and if 
united can govern and control the 
situation, particularly if there is a third 
party to this co-operation, namely, the 
convention of insurance commissioners 

(Mr. Butler then paid a tribute to 
Frederick Day, assistant United States 
manager of the Royal, saying that the 
paper Mr. Day read some time ago be- 
fcre agents up-State expressed his 
ideas of the proper relations between 
ccmpanies and agents. 





NEVER HAD A BAD FIRE 





Ford Motor Co.’s Protection Described 
—17,000 Feet of Hose in 
Detroit Plant 





The Ford factory fire department 
has an enrollment of ten members on 
each shift and is stationed at a central 
point convenient of access to the entire 
plant. Fire hydrants with a rack of 
hose and nozzles in readiness are lo- 
cated throughout the entire plant. 

There never was a fire company, vol- 
unteer or professional, without its de- 
partmental traditions, and the Ford fire 
department has its own. It is a tradi- 
tion and a record—that since the force 
was organized the Ford plant, with its 
immense foundry and roaring cupola 
fires, the heat-treating department wita 
its blazing oil furnaces, and the long 
round of other departments which 
“play with fire,” has never suffered 
serious loss by flames. 








Assets 





The Columbian National Fire Insurance Company 


T. A Lawler, Pres. 
JANUARY Ist, 1916 


Surplus to Policyholders. .. er 


EASTERN DEPARTMENT, Scranton, Pa. 
Massachusetts, Rhode Island, New York, 
New Jersey, Pennsylvania and Maryland 
James J. Boland, Manager 
Reliable agents wanted in unrepresented territory 


H. P. Orr, Sec.-Treas. 


. -$1,571,954.84 
.$1,257,680.79 
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Casualty and Surety News 


Compensation Claims 
Increase 50 per cent 


BAD YEAR’S RECORD LAID TO 
INDUSTRIAL ACTIVITY 





Over $9,500,000 in Awards By End of 
Year—Companies Dropping 
This Line 





Compensation claims in New York 
State have increased 50 per cent. over 
last year and by the close of the pres- 
ent year when definite figures are avail- 
able, it is expected that the percentage 
will be even substantially greater than 
this. William C. Archer, deputy com- 
missioner of the Bureau of Compensa- 
tion, made for The Eastern Under- 
writer a close calculation of 63,000 
cases as the number on which awards 
will be made during the present calen- 
dar year by the State Industrial Com- 
mission and this is 50 per cent. over 
1915. 


Over $9,500,000 in Awards 

Records of the bureau up to the pres- 
ent time show that the amount of the 
awards is rising in approximately the 
same proportion, which would bring the 
total disability and death awards for 
this year up to $9,500,000. The esti- 
mates are regarded as reasOnably ac- 
curate as the records of the bureau 
show a steady and uniform tendency, 
making the calculation dependable. 
Medical Services Cost $3,750,000 Extra 

In addition, $3,750,000 will be spent 
on medical services exclusive of com- 
pensation cost. The average medical 
cost on 225,000 cases last year was 
$10.95, according to the records of the 
State Insurance Fund. With 330,000 
accidents this year the cost for this 
feature of compensation alone gives the 
above medical cost. The medical costs 
are considered separately because 
every accident requires medical aid 
while no compensation awards are 
made for the first two weeks of dis- 
ability. 

Causes of the Increase 

When asked what in his opinion 
were the chief contributing causes of 
the increase in amount and number of 
claims, Deputy Commissioner Archer 
said that the records of the bureau 
showed without question that the re- 
vival of industrial activity was the 
chief contributing cause. The increase 
of specific inclusions in the revised 
law which went into effect last June, 
taking in many new occupations, was 
the second largest source of additional 
claims. 


The inclusion of State employes was 
considered to be a considerable ele- 
ment, although in view of the many 
hazardous occupations coming under 
this group, there were not as many 
claims as were expected. Lastly, the 
voluntary pian of election by which 
employers and employes by mutual 
consent were brought under the com- 
pensation law, was also a contributing 
factor, although probably the least 
important of those mentioned. 

Stock Companies Feel Heavy Claims 

From time to time The Eastern 
Underwriter has noted the withdrawal 
of individual stock companies from 
compensation business and in last 
week’s issue was given the prediction 
of a prominent casualty underwriter 
that, by 1918, there would be only two 
or three companies writing this line. 
One individual writer of large lines 
had a loss experience on last year’s 
business of 203 per cent. The latest 
company to withdraw is the London & 
Lancashire Indemnity. 


What Operations Under 
Showed 
In view of these developments, the 


Old Law 


following analysis of claims granted 





under the old law last year is inter- 
esting. To arrive at the present sig- 
nificance of these statistics it will be 
necessary to take into consideration 
the estimates of increased claims and 
awards as given above and the further 
fact that the liberalized compensation 
law has been in effect only since June 
of this year. These statistics are for 
nine months. 
Number of claims.......cccccccccsscce 
Aggregate cost (exclusive of med- 
ical and inclusive, at average 
value of 44 cases under investiga- 
tion and 189 cases on appeal)..... $3,880,433.75 
Average value of all awards (exclu- 


Se rer 157.20 
Death: 
Average value of death awards.. $3,240.72 
Percentage of cost to whole cost.. 41.9 
Percentage of number of whole 
Ee es eee 2.03 
Percentage of death claims with- 
out dependents to whole number 
CE GRU GRIEG Sivnsccdoneseviies 16.2 


Percentage of death claims with 
alien dependents residing abroad 9.0 
Permanent Total Disability: 
a value of permanent total 


disability awards (exclusive 
ff ee rae $7,475.12 
Percentage of cost to whole cost.. 
Percentage of number to whole 
ROE TIRE sccceeescecvessaseves .047 
Permanent Partial: 
Average value of permanent 
partial disability awards (ex- 
clusive of medical).............. $520.38 
Percentage of cost of whole cost.. 23.14 
Percentage of number to whole 
MONET GEOG cccvsisescsssaeccccecse 7.0 
Temporary Total: 
Average value of temporary total 
disability awards (exclusive of 
Te EE Tee $42.41 
Percentage of cost to whole cost.. 24.0 
Percentage of number to whole 
MUMVST Aled ncscccccccoccsccccsss 88.9 
Temporary Partial: 
Average value of temporary 
partial disability awards (exclu- 
Stve GE MOBICAl)...crccrescecccece 19.96 


Percentage of cost to whole cost.. 015 
Percentage of number to whole 
number filed 
Total cost of compensation (exclu- 
sive of medical) for a full year 
Ot Bheve PASS «ccccsccscvccaccscces $6,507,245.00 
Add medical cost at $10.95 per re- 
portable injury (State Insurance 
Fund average) for 225,000 injuries 
for the year (closest approxima- 
SRO sc cwedcs newnstecesecncesestenees $2,463,750.00 


Wheels COG ccccesesededesccccisece $8,970,995.00 





KNOLL APPOINTMENTS 





G. B. Rich Made Executive Special; 
T. F. Graham Head of Surety 
Department of Agency 





B. Barrett Rich, Jr., has been ap- 
pointed executive special agent of the 
Augustus H. Knoll office, Buffalo. He 
was for some years local manager of 
the Federal Telephone & Telegraph Co. 
Mr. Knoll announces tne appointment 
also of Thomas F. Graham as superin- 
tendent of his fidelity and surety de- 
partment; and of George Marshall as 
head of his fire insurance department. 
Mr. Graham was formerly with tne Na- 
tional Surety in Albany. Mr. Marshall 
was with the Buffalo Association of 
Fire Underwriters. 


TRAVELERS CLUB MEETS 
The recently organized Travelers Club 
met for the second time at the Imperi- 
al Restaurant, Brooklyn, on Wednes- 
day night. Plans for the winter were 
discussed and routine business disposed 
of. 
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Massachusetts Bonding 


BOSTON 
Paid-In Capital $1,500,000 





; LS. Fidelity and Surety Bonds, Liability Workmen’s 
Vga Compensation, Automobile, Accident, H 


APPRECIATE THE CO-OPERATION OF THE 





DEVELOPING 


Plate Glas INSURANCE 





and Insurance Company 


T. J. FALVEY, President 
Write For Territory 








C. A. TIMEWELL ELECTED 





Casualty Insurance Exchange Holds 
Annual Meeting—Designates Offi- 
cers for Ensuing Year 





Cc. A. Timewell, resident manager in 
New York of the Standard Accident, 
was elected chairman of the Casualty 
In.urance Exchange at the annual 
meeting of that body last week. The 
following officers were also elected: F. 
J. Walters, of the London Guarantee, 
vice-chairman; H. B. Johnson, of the 
Travelers, secretary-treasurer. 

The executive committee for the en- 
suing year is composed of A. Duncan 
Reid, of the Globe Indemnity, Dr. R. 8. 
Keelor, of the U. S. Casualty, Edmund 
Dwight, of the Employers’ Liability, 
Charles H. Holland, of the Royal In- 
demnity, C. A. Timewell, of the Stand- 
ard Accident, F. J. Walters, of the Lon- 
don Guarantee, and H. B. Johnson, of 
the Travelers. 





COMMONWEALTH’S NEW POLICY 





Philadelphia Company Issues Specific 
Coverage Policy at Low Cost— 
Establishes Special Department 





The Commonwealth Casualty, of Phil- 
adelphia, has organized a special de- 
partment with offices in the Fuller 
Building, Jersey City, to handle the 
new low cost specific coverage policy 
issued by the Company. In fourteen 
days this department appointed over 
four hundred specially licensed agents 
in the thirteen States in which the 
Company is admitted. 

The new policy is named “Nu-Lo- 
Kost,” from its big feature. It gives 
both accident and health coverage and 
is issued to both sexes between the 
ages of seventeen and seventy at the 
same rate. 

To introduce the new policy, the 
Company has inaugurated a special 
campaign extending over November and 
December when an additional five per 
cent. commission will be allowed on all 
policies written. 





The Standard Accident of Detroit 
has started a campaign to attain a pre- 
mium income this year of $1,000,000 in 
commercial accident business in the 
regular department under Superintend- 
ent Emerson J. Schofield. 





Harry Becker, for several years con- 
nected with the New York office of the 
New Amsterdam Casualty, joined the 
Casualty Company of America this 
week in the agency department. 
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FIRE AND LIFE 


SSURANCE CORPORATION, Ltd. 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING - 4" & WALNUT STS. 
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PHILLIPS NAMES COMMITTEES 





Mansfield Chairman Laws and Legis- 
lation—Taggart Chairman for 
Rates and Expenses 





President Phillips, of the National 
Convention of Insurance Commission- 
ers, has announced his standing and 
special committees. The chairmen of 
the committees follow: 

Actuarial Bureau, Young, North Caro- 
lina; Assets of Insurance Companies, 
Merrill, New Hampshire; Blanks, Ap- 
pleton, New York; Codification of Rul- 
ings, Welch, Oklahoma; Credentials, 
Luning, Florida; Examinations, Young, 
North Carolina; Fidelity and Surety 
Companies, Shehan, Maryland; Frater- 
nal Insurance, Henry, Mississippi; 
Laws and Legislation, Mansfield, Con- 
necticut; Miscellaneous, Forsyth, Wyo- 
ming; Publicity and Conservation, 
James, Utah; Rates of Insurance Com- 
panies, Wilson, Kansas; Rates of Mor- 
tality and Interest, Potts, Illinois; Re- 
serves Other Than Life, Hardison, 
Massachusetts; Social Insurance, Potts, 
Illinois; Taxation, Nesbit, Washing- 
ton; Workmen’s Compensation Insur- 
ance, Hardison, Massachusetts; Unfin- 
ished Business, Works, Minnesota; Val- 
uation of Securities, Phillips, New 
York; Unauthorized Insurance, Taylor, 
South Dakota; Clearing Committee for 
Rulings on Standard Provisions in Life 
Policies, Winship, Michigan; Clearing 
Committee for Rulings on Health and 
Accident Policies, Bailey, Vermont; 
Fire Insurance Rates, Expenses, etc., 
Taggart, Onio; To Draft Uniform Fire 
Insurance Policy, Cleary, Wisconsin; 
On Trust Deeds of Foreign Insurance 
Companies, Hardison, Massachusetts; 
On Standard Policy Forms of Indusiri- 
al Sick Benefit Companies and To 
Eliminate Over-Insurance in Such Com- 
panies, Nesbit; On Mortality Table, 
Ryan, New York; On Union Central 
Life, Mansfield, Connecticut; Excess 
Interest Valuations for Fraternals, Phil- 
lips; Licensing Adjusters, Young; Mer- 
cantile Floater Policies, Merrill; Mu- 
tual Assessment Life Insurance, Eng- 
lish, Iowa; Reciprocal Underwriters, 
Chorn, Missouri; Report on Resolution 
As to Investigation Subject of a Stand- 
ard Form of Policy, or an Extension of 
Standard Provisions Law With Refer- 
ence to Health and Accident Policies, 
Cleary, Wisconsin; Real SEstate In- 
vestments of Insurance Companies and 
Bank Certificates of Deposits Held, 
Merrill; Report on Resolutions As to 
Proper Coverage to Be Allowed Fire 
Companies Writing Automobile Insur- 
ance, English, Iowa; Unauthorized In- 
surance, Works, Minnesota; Uniform 
Law for Fidelity and Surety Companies, 
Shehan; Uniform Policy Forms for 
Live Stock Insurance, Cleary; Whole 
Family Protection By Fraternals, Win- 
ship. 

Commissioner Button is chairman of 
the Executive Committee. 
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MITCHELL WITH GEN. ACCIDENT 


AS ASSISTANT U. S. MANAGER 





Associated With Manager Richardson 
—Change in Liability Department— 
Whitney Advanced 





James F. Mitchell, secretary of the 
Maryland Casualty Co., has been ap- 
pointed assistant United States man- 
ager of the General Accident under 
Frederick Richardson, United States 
manager. 

Mr. . Mitchell has been connected 
with the Maryland Casualty since its 
organization and has a broad under- 
writing and executive experience. His 
duties in his new connection will be 
of a general executive nature but he 
will give particular attention to the 
liability department. 

Charles S. Whitney, chief engineer 
of the General Accident, has been ap- 
pointed executive superintendent and 
the liability department has been divid- 
ed into three groups under the fol- 
lowing: Automobile, C. L. Brearly; 
compensation, H. J. Conlon; and gen- 
eral liability, A. T. Barnes. 





POSTAL SUB-STATIONS 


The attention of agents of the Fidel- 
ity & Deposit has been called to the 
fact that the bonds required from 
clerks in charge of numbered postoffice 
contract stations (postal sub-siations) 
insure the Government against any 
loss that may arise through the im- 
proper handling of the station, whether 
the principal in the bond is directly 
responsible for the loss or not. The 
lettered sub-stations are direct sub- 
postoffices of the United States, in 
charge of Government employes. 

Usually it is the proprietor of a 
drug or general merchandise store who 
operates one of these numbered con- 
tract stations and is therefore the 
principal under the bond. In these 
eases the principals themselves usu- 
ally are not the persons who actually 
handle the business passing through 
the branch station of which they are 
in charge, that duty being delegated to 
one of their employes. 

Inasmuch as, under his official bond, 
the principal himself is held account- 
able for any shortage in the accounts 
of the station of which he is in charge, 
it is important, alike for his own pro- 
tection and for the Company as his 
surety, that he should have the em- 
ploye who will look after this end of 
his business for him bonded to him- 
self, as principal, to protect him under 
his official bond to the Government. 
The employe’s bond takes, however, 
the general fidelity rate, not the Fed- 
eral official rate applicable to the prin- 
cipal’s own bond to the Government. 
This is an opportunity for some ad- 
ditional fidelity business for every 
agency, says the Fidelity & Deposit. 





ECKERT TC ADDRESS SOCIETY 
John A. Eckert will talk on use and 
occupancy insurance next Tuesday to 
the members of the Insurance Society 
of New York. 
Mr. Eckert is president of the Fire 
Brokers’ Association of New York. 








PERMITTING FULL AUTOMOBILE 
COVERAGE 
Below appears a list of the States 
which the “Spectator” says permit fire 
insurance companies to write full auto- 
mobile coverage, including liability: 
May foreign 


companies is- 
sue full cov- 


May domestic com- 
panies issue full 


coverage automo- erage auto- 
State bile policy? mobile pol’y? 
UR ssiesccune WE scassvdesixacenen Yes, 
Ce Secvevebuas bo Pe es - Yes. 
Canada RIMM. Scveneanicongweseee No. 
CG Lvsroukake ssucesseoabeboaced Yes 
Ch. .coccsecccedll insurance com- 

panies are organ- 

ized under spe- 

cial charter ......No. 

Dist. of Col..Ye Yes 
Fla. fe 
PN: - ateekause Reciprocal only ... Yes 
Ky. SCURSREGAE peubaratneceedees No. 
SSP: ere eee ee Yes 
POR “OE ere No. 
ae Yes, but none doing _ 
ee ee er es. 
DOG éxivesus WOU Nuwamiucuascescts .No. 
BIER, ccscvove Only company or- 

ganized solely for 

automobile insur- 

BD accvecuasseuus Only company 
organized 
solely for 
automobile 
insurance. 

BM: se csvises OD ccaudsnintcexcwnes Yes 
MG daavksstene Only reciprocals or 
companies trans- 


acting only auto- 
mobile insurance. Yes. 





PEK: ‘danevienesd Reciprocal ex-Reciprocal ex- 
changes only .... chang’sonly. 
e wetecedeel All insurance com- 
panies are organ- 
ized under spe- 
cial charter .....No official 
decision 
reached. 





WOULD COLLECT FOR MURDER 


Suit has been started against the 
Preferred Accident by Mrs. Emma 
Rider of Syracuse to collect $7,500 
upon the life of her son, Dr. George B. 
Rider, who died of a gun shot wound 
on February 11. The Company has 
refused payment on the- grounds that 
Rider was murdered. One Edward 
Sackett was acquitted of the murder 
of Dr. Rider on the grounds of insanity, 
and his mother claims that his death 
was accidental for that reason. 





TO MEET NOVEMBER 24 

The annual meeting of the Insur- 
ance Federation of New York will be 
held at the Hotel Martinique on No- 
vember 24. Among the speakers will be 
members of the Federation of this and 
other States, as well as prominent 
insurance men not affiliated with the 
Federation. There will be a Federa- 
tion luncheon at the Martinique on No- 
vember 24. 





DOS | sc ccectcxccevarveddrcocensseqeces 
Liabilities 
Capital 
Surplus over all liabilities . 





This Company issues contracts as follows: 





Boiler Insurance; Fly Wheel Insurance. 


The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 


Metropolitan Office—92 William Street 


SEMI-ANNUAL STATEMENT JUNE 3, 1916 
occccccccccccssccccccocoees $13,129,602.70 
9,115,416.08 






Losses paid to June 30, 1916 ......... 


Health and Disability Insurance; Burglary, Larcen 
surance, Liability Insurance—Employers, Public, 
Damage), Automobile (Personal Injury, Property Damage, Collision, 
Physicians, Druggists, Owners and Landlords, Elevator, 


000;000.00 
2 3%014°186.62 
54°167,050.85 





Fidelity Bonds; Surety Bonds; Accident, 
and “ae inousemes; wiete Gos In- 
eams ‘ersona njury an ropert 

Fire and Theft), 
orkmen’s Compensation—Steam 











President Hillas’ Illness Prevents 
Banquet in His Honor 

Robert J. Hillas, president of the Fi- 
delity & Casualty, celebrated the for- 
tieth anniversary of his connection 
with the Company by being ill. The 
resident managers and general agents 
of the Company planned to celebrate 
the occasion otherwise, but Mr. Hillas, 
who knew nothing of their arrange- 
ments, inconsiderately became ill. He 
has completely recovered now, howev- 
er, and is expected to return to New 
York this week. 

It had been arranged to hold a ban- 
quet at the Plaza Hotel, New York City. 
About 90 guests had been invited and 
appropriate souvenirs prepared bearing 
a bass relief of Mr. Hillas, his name, 
and the dates of his first connection 
with the Company and his fortieth an- 
niversary. The men were all present 
and it was not learned until a few hours 
before the banquet that Mr. Hillas 
would be unable to appear. It was 
then postponed until Friday. On Fri- 
day, Mr. Hillas was still confined to 
his bed in Chicago, and since some of 
the newspapers, disregarding the desire 
for secrecy, had published the story of 
the proposed banquet, the idea was 
given up and tne souvenirs distributed 
to the men invited. 

On October 31, 1876, Mr. Hillas first 
became connected with the F. & C., 
which was then the Knickerbocker 
Casualty, as an office boy at the age of 
seventeen. In 1880, when the name of 
the Knickerbocker was changed to the 
Fidelity & Casualty, he became assist- 
ant secretary of the Company. He was 
made secretary in 1888 and treasurer 
in 1892. In 1903 he was promoted to 


‘the vice-presidency. Upon tne death of 


George F. Seward, Mr. Hillas was made 
on ok * 


“Tips to Golfers” 

The Royal Indemnity has published 
is: a Scotch plaid cover a pamphlet on 
“Tips to Golfers.” The pamphlet her- 
alds the introduction into this country 
of golfer’s liability insurance at $3 per 
policy. As its final tip to aspiring 
golfers, the Royal suggests, “To aid 
you in concentration, relieve your mind 
of all responsibility for the results of a 
wild stroke—carry a Royal Indemnity 
Company’s golfer’s liability policy, 
which will provide you with protection 
against any liability for injury suffered 
by any person, including your caddie, 
club members, club employes, fellow 
players and general public, for limits 
of $5,000 for one person injured and 
$10,000 for any one accident in which 
more than one person is injured.” This 
form of insurance has been written 
with fair success for some years past 
in England and Scotland but this is the 
the first time it has been put on the 
market in this country. 











ROBERT J. HILLAS 


Accident Prevention Book 
In glass manufacture the dangers are 
from burns and injuries to eyes, says 
Robert H. Pearson in the first article 
of the latest accident prevention vol- 
ume, from the press of the “Weekly 
Underwriter.” Interesting articles are 
printed on the hazard of stone quarry- 

ing, rubber and other industries. 

* * * 


Was Captured By Germans 

The United States head office of the 
London Assurance received a printed 
postal card this week from the Ger- 
man War Office stating that one of its 
employes had been captured and was 
interned. He was officially known to 
the Germans as No. 28,080, Corporal 
H. D. Richards, 15th Canadian Battal- 
ion. 

Co * * 


REFUSES FRATERNAL LICENSE 


Superintendent Phillips last week re- 
fused to authorize a charter to the 
North American Accident Fraternal So- 
ciety of Rochester. Its organizers be- 
gan soliciting applications for member- 
ship before a preliminary certificate of 
authority had been issued. Upon learn- 
ing of this, the insurance department 
notified the organizers that no certifi- 
cate would be granted owing to the 
methods used in attempting to organ- 
ize. 





AUTOMOBILE INSURANCE 
LIABILITY 
PROPERTY DAMAGE 
COLLISION 





Great Eastern Casualty Company 
Home Office, 55 John St., New York 
NOW WRITING 


The same high standard of service established by the Company in its 
Accident, Health, Burglary and Plate Glass Departments during the past 
twenty-five years will be maintained in our new departments. 


INQUIRIES SOLICITED FROM HIGH-GRADE AGENCIES. 


GENERAL LIABILITY 


ELEVATOR 
PUBLIC and 
TEAMS LIABILITY 
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In the current issue of 


Aetna the Aetna Life’s paper 
to Use 22 which goes to agents 
Magazines appears twelve full-page 


reproductions of adver- 
tisements of the Aetna which will be 
printed in twenty-two magazines, reach- 
ing 13,000,000 readers during the next 
twelve months. The advertisements, 
cieverly illustrated, are written around 
scenes such as happen daily in any 
community and in plain, simple lan- 
guage. The magazines which will 
earry the Aetna Life’s advertisements 
are “American,” “Atlantic Monthly,” 
“Collier’s,” “Cosmopolitan,” Every- 
body’s,” “Good Housekeeping,” ‘“Harp- 
er’s,’ “Hearst’s,” “Leslie’s Weekly,” 
“Literary Digest,” ‘“McClure’s,” “Na- 
tienal Geographic,” “Outlook,” “Popular 
Mechanics,” “Red Book,” “Review of 
Reviews,” “Saturday Evening Post,” 
“Scientific American,” ‘“Scribner?s,” 
“System,” ‘“World’s Work,” “Ass0ciat- 
ed Sunday Magazine,” and “Every 
Week.” 

- 7 * 

In discussing the 
question of the com- 
petition that the 
stock accident and 
health agents meet 
with from the mutual associations, the 
Standard Accident says in the “Cog”: 

In meeting competition it is very im- 
portant that the representative of the 
stock companies refrain from all ap- 
pearances of knocking. Nothing can 
be accomplished by knocking either an 
association or a company. More can 
be accomplished by devoting yourself 
to the boosting of your own goods. 
Comparison of benefits, however, can- 
not be construed as knocking. It may 
be truthfully said that the man who 
buys insurance from a traveling men’s 
association, particularly those men- 
tioned in the paragraph quoted, have 
actually purchased $9 worth of insur- 
ance. It is true that some doubt may 
be expressed on the possibility of con- 
tinuance indefinitely of such form of 
insurance, particularly in view of the 
fact that the latest reports indicate 
more is being paid out than is taken in 
in dues. This phase of the matter may 
be passed up without much discussion. 

Dollars and cegpts speak louder to 
the average man than anything else. 
That is why he emphasizes the fact 
that he only paid $9 against your pre- 
mium of $25. To emphasize, therefore, 
the fact that more can be obtained in 
proportion for $25 than can be pur- 
chased for $9 would be to follow the 
logic of the prospect himself. 

One of these associations recently 
paid a man $1,250 for the loss of an 
eye; that same association published a 
facsimile of the check and spread it 
broadcast to show the possibility of 
such insurance. If the insured who 
lost that eye had been insured under 
one of our Complete Accident policies 
for $7,500, instead of receiving $1,250 
for the loss of that eye he would have 
received $3,750—$2,500 more than was 
paid to him by the association; three 
times more than the amount of insur- 
ance the association provided. 

ok * *” 


Competition 
With Accident 
Associations 


The Massachusetts Bond- 


A Few ing and Insurance Co., in 
Timely its paper, “Co-ordinator,” 
Pointers makes the following time- 


ly suggestions for business 

in the various lines. 
Fidelity 

“ A large percentage of the fidelity 
bonds written expire on December 31. 
Renewals are offered from sixty to 
ninety days in advance. Now is a 
good time to solicit this business in 
order that you may get your share of 
the bonds which will change companies. 


Judicial 
The channels formed now—early in 
the season—will largely govern the 
placing of judicial bonds between now 
and next summer. Get in touch with 


Special Talks With Local Agents 





attorneys—get them started in placing 
bonds through you—and business will 
come to you steadily. Now is the time 
for seed-sowing. 


Burglary 
Much bank burglary insurance ex- 
pires with the close of the year. Go 
after it now, and in the meantime don’t 
neglect the ever-present opportunity to 
build up residence burglary business. 


Plate Glass 
Judicious efforts with the uninsured 
will bring you your reward in plate 
glass business. High cost of glass is 
here to stay. Owners need only to be 
“shown.” 


Automobile 
It is estimated that only 20 per cent. 
—one out of five—of the automobiles 
in this country are covered by liability 
and property. damage insurance. That 
demonstrates immense possibilities of 


development. And it is a “year-round” 
opportunity. Circularize! 
* * 
It is the general belief 
Accidents’ that officers, clerks and 
and the stenographers compris- 
Office Force ing the office force in a 


fireproof building and 
with ready means of egress are not 
exposed to serious accidents on a large 
scale, but experience in the causes of 
accidents is continually demonstrating 
that immunity does not exist and that 
great loss of life may happen from the 
most improbable cause, says the “Trav- 
elers Record.” 

The largest single cause for which 
accident insurance companies pay 
claims are accidents at home and in 
the office, and this cause of accidents is 
not without its due proportion of catas- 
trophes. 

This is called forcibly to mind by the 
recent extermination of the entire of- 
fice force of a dye manufacturing com- 
pany in Astoria, N. Y., on October 18. 
In an office on the second floor, only 
sixteen feet above the ground, in a fire- 
proof building, with a door and two 
windows, equipped with two steel fire 
escapes, and on the outside a pile of 
coal extending nearly to one of the 
windows, nine people, composed of the 
treasurer of the company, the head 
bookkeeper and assistant bookkeeper, 
two women assistant bookkeepers and 
four women stenographers were suffo- 
cated by chemical fumes in the course 
of a fire. The conditions of safety were 
considered perfect and the building had 
been inspected and found safe the 
week before by the bureau of city or- 
dinances. 

The corporation carried compensa- 
tion insurance with The Travelers and 
the catastrophe is but one of several 
recent occurrences that demonstrate 
the necessity of including under such 
insurance the office force as well as 
other employes. Fortunately this con- 
dition existed in this case. 

No individual is exempt from acci- 
dental death or injuries, for no perfect 
conditions of safety in employment or 
daily living exist. Comprehensive com- 
pensation insurance and individual ac- 
cident insurance is always a necessity. 

* ~ * 


Henry C. Walters, genera) 

Clause on counsel for the National 

Report of Casualty Co. discusses in 

Progress the Company’s paper, “Na- 

tional Agents Record,” that 
clause in accident and health policies 
dealing with reports on progress. He 
says: 

“An important clause in National poli- 
cies reads as follows: ‘If the insured 
is disabled by injury for more than 
thirty days, he, or his representative, 
shall, as a condition precedent to re- 
covery hereunder, furnish the Company, 
every thirty days, with a report from 
his attending physician, or surgeon, 
fully stating the condition of the in- 
sured, and the probable duration of his 
disability.’ 

“It is the aim of this clause to pro- 
vide the Company, at sufficiently fre- 
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quent intervals, with an accurate state- 
ment of the insured’s condition, by an 
expert who is, as a rule, a disinterested 
party. 

“The inclusion of this clause in Na- 
tional policies is a necessary incident 
of the latter day extensions to the 
business of Accident and Health In- 
surance. Indemnity is now paid, not 
only for certain definite losses, like 
death by accident, or the loss of a mem- 
ber of the body as a result of an acci 
dent, but also for loss of time occa- 
sioned by accidental injury and illness 
which disable the insured from _ per- 
forming all, or a part of the duties 
pertaining to his occupation. For total 
disability due to injury, of this char- 
acter, National policies provide indem- 
nity for as long a period as five years, 
and for partial disability, six months. 

“Such provisions extend the principle 
of insurance in a much needed direc- 
tion—but like many other good prin- 
ciples, they are difficult of application. 
In practice it is found fairly easy to 
pass upon the merits of claims pre- 
sented for indemnity for death, or some 
specific injury like the breaking of a 
leg, when the proper notice, and proof 
of loss have been sent in promptly, 
and the evidence is fresh and acces- 
sible; but the matter of passing upon 
a claim for indemnity for total or 
partial disability after the lapse of time 
presents difficulties. If proof of total 
disability, for instance, were not re- 
quired to be sent in until five years 
after the injury which was its cause, 
it would many times be impossible 
for the Company to protect itself 
against fraud, or to deal fairly with 
just claims. Naturally the recollection 
of the attending physician would be 
vague as to the merits or demerits of 
the claim. Even the claimant himself, 
however honest he might be, would also 
be unable, in many cases, to give suffi- 
ciently definite information concerning 
his condition, during his disability, to 
enable the Company to make a fair 
award of indemnity. No claim can be 
properly adjusted until the facts are 
secured, and no claim for a continuing 
indemnity, such as is provided for 
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total disability, can be well handled, un- 
less the Company’s knowledge is simi- 
larly continuous, and accurate as well. 

“The reasonableness of this provision 
cannot be questioned. The Nebraska 
Supreme Court has just held a clause 
identical with the one under discussion 
to be a reasonable provision in an 
Accident and Health Insurance Policy. 
It is by no means a burden upon the 
insured, and it gives the Company the 
means of protecting itself against fraud, 
and an opportunity to proceed upon 





facts. The attention of every claimant 
should be directed to this important 
clause in his policy.” 

THE WASHINGTON CONFERENCE 


Governor Marcus H. Holcomb of Con- 
necticut has appointed William P, 
Eales of The Travelers as a delegate 
to represent the State of Connecticut 
at the insurance conference in Wash- 
ington in December. Mr. Eales’ special 
mission is to attend the meeting which 
will consider the uniformity of State 
laws concerning boiler inspection, and 
there is no doubt that Mr. Hales is well 
qualified to discuss this subject, for he 
was recently brought to The Travelers’ 
home office from Philadelphia to be 
advanced to the position of assistant 
superintendent of the engineering and 
inspection division. The conference is 
held under the auspices of the Inter- 
national Association of Industrial Ac- 
cidents Boards and Commissions. 
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San Francisco Losses 
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U. $. Gash Assets, Dec, 31, 1914 $14,814,383.94 
Surplus, - - - - 4,841,887.19 
Losses Paid by Chicago Fire, 1871  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire, 1904  1,051,543.00 
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